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Peoria Life 


Insurance Company 


Peoria, Illinois 


y 


polici Ss lor ubstandard risks, dts 


Ready to ability benefits, and non-medical 


examinations 


A C7TVE The Peoria Life provides all of 


these services and many more be 
— RVICE to Agents” include sides. But it does not stop with the 
“everything a company does to conventional types of service, useful 
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tiake the efforts of its agents more though they are There are the 


productive. Organized educational emergencies, the unexpected situa 


t plans help the new man. Personal tions when an agent calls for out 
help by an experienced agency staff 


of-the-ordinary cooperation. He 
} , 4 ) > , . . 

s efficiency, Letter can wants a quotation of rates from the 
| 


yaigns and many other forms of a: 
et Pas : r forms of ad actuary, or an opinion from the 


SIMIERE vertising reduce resistance and 


mcreases 


, ; medical department. He is in urgent 
arouse interest in the agent mes i 
B » need of certain supplies; he requires 
sage. A lively production progran . : 
help in closing an unusual case, or 
keeps him on the job with fresh ‘wah 
a policy issued or a claim approved 
enthusiasm : : ‘ : 
with extra speed. Such occasions 


He profits also from the good wil yrrove the readiness of the Peoria 
l t 


that follows his company’s service Life to serve its agents with all of 





to policyholders; women's insur its facilities and in every possible 


ne Ss 1 nl Pe ; wnt 7 
¢, specia ‘ tor children way that will favor their success 
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GROWTH 


A matter of natural development. 
Our Growth has been persistent. 
Our root extends down--not out. 
























We haven't spread much because we are 
rooted deep and lastingly in Illinois, In 
diana, Kentucky, Missouri and Iowa. 
Steady, persistent growth means permanent 
life. 

Mea who wish to make a connection or 
undertake to underwrite life insurance can 
make an unusually good connection with us 
now. Write for information and territery 
eens ee 


CHICAGO NATIONAL 
LIFE INSURANCE CoO. 
202 South State Street 


Chicago, Iil. 
A. B. JOHNSON, AGENCY MANAGER 
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OX. Parmers € Bankers 








And hereis the weld- 
ing torch—. 


A Company that has 
you bank locally and 
that makes its in- 
vestments in the ter- 
ritory Which supplies 
the premiums. 


Putting the money back 
into circulation finishes 
the last welded link to 
a complete cycle. 


Write for our cooperative plan. 














Life Insurance (ompany 


H. K. Lindsley 
PRESIDENT 


J.H. Stewart Frank B. Jacobshagen 
VICE PRESIDENT 


WICHITA, KANSAS 














Still-- 
forging ahead 


Summary of 
1926 Financial Report 
Insurance in force.......... $125,354,805.00 


Gain in Insurance in force.. 15,065,286.00 
New Paid Business......... 27 890,548.00 
Gain in New Paid Business. 4,529,486.00 
EE GED. conkcadasevess 17,575,714.27 
_  Berrrrr rr 766,041.71 
Total Income for 1926...... 5,376,530.58 
Number of Policies in force. 70,337 
Mortality Ratio ........... 46.4% 


MUTUAL TRUST 
LIFE INSURANCE COMPANY 


Carl A. Peterson, Vice-President 











Jackson 8 as second class ma tter June 3, 1920, at post office at Chicago, Ill 


A. E. Wilder, Director of Agencies 


The Chicago Temple—Chicago 
Bea cm oa ot 
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Making Managers for 
the Big Cities 


WE are using the City of Philadelphia as a training ground for the devel- 
opment of Managers for the important population centers throughout the 
country—for such placesas Pittsburgh, Cleveland, Detroit, Chicago, St. Louis, 
and the like. Men with a sufficient background of life insurance expe- 
rience will be given a thorough training in modern agency management, and 
placed in a position, under expert supervision and instruction, to recruit, 
train and develop a staff of men in the city of Philadelphia; then as rapidly 
as they develop the capacity to handle the work effectively, they will be 
advanced to an important managerial post with large potential possibilities. 


Reduced Rate for Best Risks proximately two-thirds of the company’s new business now 


comes from that source. 


The Continental American is the only company in the 


country which specializes on the best risks, the “preferred The Company 

risks, the class of people who are not merely good average 

risks but better risks than the average, and who insure in rhe Continental American, with nearly bg nag suc 
amounts of not less than $5,000. cessful years behind it, is only now beginning its real ex- 


ansion. 
To this class of preferred risks, made up largely of busi- 
ness and professional men, the company offers a marked Old enough and large enough to be solidly established, 
reduction from the usual rate. yet it is still young enough and small enough to offer to 
ambitious men the opportunity to come in on what is vir- 
Even this greatly reduced rate is larger than is neces- tually the ground floor, after the foundation has been 
sary, with the result that a dividend is returned to the solidly laid, carve out a rich slice of territory, build a busi- 
policyholder every year after the first. ness limited only by the energy and capacity put into it, 
and automatically reap the big reward which always goes 
This yearly dividend, deducted from the low rate, re- to the successful pioneer 
duces the net outlay for the insurance to a very low figure. 


At the same time, the company not only maintains the Send for Details 
reserves required by the insurance laws of all the different 
states in which it operates, but its capital and surplus, over 
and above those reserves, is about three times as large, in 
proportion to liabilities, as is usually thought to be neces- 
sary—a margin of safety for policyholders about three times 
as great as the average. 


If you have a background of successful life insurance 
experience, are interested in managerial! work in a large 
way, and can come to Philadelphia for a thorough course 
of training and jnstruction, send for our last annual state- 
ment, details of our preferred class plan, and full informa- 
tion regarding our course of training and the large 


As the result of specializing on the preferred class of possibilities which are open to men who have the capacity 
risks and giving them the benefit of their superiority, ap- to make the most of a big opportunity. 


Address, Philip Burnet, President 


ConTINENTAL AMERICAN Lire INsuRANCE Co. 


Wilmington, Delaware 


BOSTON PHILADELPHIA BALTIMORE WASHINGTON CINCINNATI 
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Security 
Mutual 
Life 
Insurance 
Company 











ould He Ever Get Your Vote? 


HEY still have them in this country. Perhaps 

you've seen and listened to one of his kind. 
Perhaps, let us say, on the observation platform 
of a train, addressing a little knot of people. He 
waves the Flag in one hand, and a perfecto in the 
other. A Big Politician —he is. And he wants 
everybody to know it. He rants—and raves— 
and blusters. He promises—oh, to be sure, he 
promises, all sorts of wonderful things for the dear 
“pee-pul”. “But what’s a little promise?” says he 
to himself. And he fools some folks, but not many! 


Would he fool you? 


















































man who goes about his duties in a calm, even, 


dignified manner? 


Security Mutual has never believed in, and conse- 
quently never resorted to—blustering, barn-storm- 
ing tactics. If we promise anything, we fulfill that 
promise. We believe Life Insurance to be a pro- 
fession of the highest dignity —and we endeavor to 


carryon all our affairs in accordance with that belief. 


True—this procedure may not catapult us so fre- 
quently into the glare of the lime-light. But, in the 
forty years of our exist- 


ence, it has proved itself to 





Would he get your vote? J 


Or would you prefer to 


have in executive office a 


promises and talk, but 


long on action and work 





for the public welfare? A 
\ 


Security Mutual Life can make an unusually at- 
tractive offer to the man who is considering Life 
: Insurance as a vocation. 
man who is short on | are still available to life underwriters of proven 
ability. d We will gladly discuss these matters with 
you in person or you can write for a copy of 


our new book, **A Frank Talk On Your Future”. 


X 
beaprinciple which brings 
the most satisfactory kind 
q Choice territories of fame . .. the firm and 
deep-rooted confidence of 


an ever-increasing number 





of policyholders. 
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SECURITY MUTUAL LIFE 


Insurance 
eras } Binghamton, New York 


Company 
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‘<4 THAN ONE HUNDRED MILLIONS IN FORCE 
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“More Good Men 
In the Field to Sell—” 


THe Missouri State Life now has twenty-five Branch 
Offices established in twenty-five of the principal 


centers of the country. The Company operates in forty 
states and territories, including the District of Columbia 


and the Territory of Hawaii. 





A definite program of the Company at this time is to 
enlarge its agency forces—get more good men in the field 
to sell. We have a number of good agency openings 
in various sections of the country—some offer excellent 
opportunity for District Agency development. 


ENE 


Liberal contracts. Well organized Educational, Train- 
| ing and Sales Research Departments to aid new men. 
| We work with our representatives. 


If interested, write for particulars. Name section and 
capacity in which you prefer to work. 


A great company daily growing greater 


Missouri State Life 
Insurance Company 


M. E. Singleton, President Home Office, St. Louis 











MISSOURI STATE LIFE INSURANCE CO. 


Missouri State Life Building, St. Louis, Mo 


Mail this Coupon Please send me particulars regarding Agency 
For Complete Details | °"*" ; 


Name 





Address 
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ERVICE AND SER : 
JUDGE FOR YOURSELF THE 
F~ INHERENT QUALITIES OF PERFECT PROTECTION SS 


What more appealing array of arguments could you present than those contained in this illustration? 






















An Illustration of a Modern, Adequate Insurance Service 





Accident Sickness 
$50.00 every week, payable for one day or for LIFE 50.00 every week, payable for one day or for fifty- 
if disabled by any accident. two weeks if disabled by any sickness. 
Total Permanent Disability by Accident Old Age 


3,200.00 every year for LIFE if totally and permanently 5,000.00 cash to you at age 65, or 
disabled by accident. No further premiums , 
to pay and no deductions from the face of the 


life policy to offset indemnity so paid. Natural Death 


5,000.00 cash or a substantial monthly income to your 


Total Permanent Disability by Sickness family should you not survive the age of 65. 
3,200.00 for one year if totally and permanently dis- p 
abled by sickness and $600.00 each year Death by Accident 
thereafter. No further premiums to pay and 15,000.00 cash or $10,000.00 cash AND a monthly in- 
no deductions from the face of the life policy come to your family should death result from 
to offset indemnity so paid. accident. 











IN ADDITION 
Perfect Protection is issued in larger or smaller It pays QUICKLY and generously. 
amounts. 
It pays from the FIRST DAY of disability. 


It pays whether the insured is confined to home It NEVER hesitates in the fulfillment of its duty. 


or hospital; convalescing in the mountains, on ; 
the golf links, or at the seashore. It NEVER breaks its faith. 


It requires NO “‘waiting period.” That’s why Perfect Protection is PERFECT. 


It NEVER suffers by comparison. 


To learn more of Perfect Protection and the strong, progressive institution which has made this 
service possible, write for our little booklet, “Selling Perfect Protection” which gives the basic 
reasons for the widespread public demand which Perfect Protection is meeting day by day. 


RELIANCE LIFE 


RELIANCE LIFE INSURANCE COMPANYof PITTSBURGH 
Farmers Bank Building, Pittsburgh, Penna. 
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INCREASE IN DEATHS |ENSIGN WILL CONTINUE | TUBERCULOSIS, INSANITY, | MORE RUSSIAN SUITS 


FROM ALCOHOLISM SEEN 


Metropolitan Life’s Report on Its 
Investigation Arouses 
Much Interest 
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GREATER TOXITY BLAMED ject = _ HUGE TOTAL IS INVOLVED 
NEW YORK, April 6 [The rumors NEWARK, N er 
' , 
— e current in many quarters recently in re- | !OS!s, Insan and t - 
gard to the actual or impending resig- | the three sc 
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; : : have no foun : vay Se 34,000 Policies 
Board Representatives dation. In fact, according to information | Of the companys policyholders, aggre 
= —— obtained here this week, it { irs i gating several I] I so! whicl _ 
no great char in either the work or may e considered a ue <« s 
NEW YORK, April ‘ Che general personnel ot association's office here of the population at iarge \\ LUA \ ‘cw 
’ . 7 -_'? ‘ ; . ; y + ' ‘ | 
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: : . Tribute from Mr. Hart > 303 victims r 16.4 < 
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Wasl re late in May under the aus- g intellect, who is steere s ay mI 
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AS NATIONAL SECRETARY 


TALK OF CHANGE UNFOUNDED 


Tribute Paid to Veteran Official at Re- 
cent Executive Committee Meeting ! 


in Chicago 




















Policyholders 


Figures on Millions of 











CANCER TOLLS HEAVY 
DISABILITY CAUSES SURVEYED 


Prudential Statisticians, Actuaries Study 


FILED IN NEW YORK 


Brought on Behalf of 794 Policy- 
holders Against Equitable and 
New York Life 








6 


LIFE INSURANCE EDITION | 














NORTHWESTERN MUTUAL TO 
HOLD THREE CONFERENCES 


PLAN INTERESTING PROGRAMS 


Addresses and Clinics Led by Experts 
Are Scheduled for Each of 
the Meetings 


MILWAUKEE, WIS., April 7.—Three 
zone conferences will be held again this 
year by Northwestern Mutual Life of 
Milwaukee according to an announce- 
ment by the home office. These will 
take place in the east, middle west and 
west. The agency forces of the company 
in those sections will hear addresses by 
home office officials, general agents, and 
by John Marshall Holcombe, Jr., man- 
ager of the Life Insurance Sales Re- 
search Bureau of Hartford. 


Sehedule of Conferences 


The first conference will be that of 
the eastern group at White Sulphur 
Springs, W. Va., for which Herbert L. 
Smith, general agent at Harrisburg, Pa., 
is general chairman. General agents on 
the program the first day will be George 
Paul Roberts of the Goldsbury & Roberts 
general agency at Pittsburgh, and Her- 
bert E. Crouch, Buffalo. The dates for 
this meeting are April 27 to 29. The mid 
dle group will meet at the Edgewater 
Beach hotel, Chicago, May 11-13, and 
John S. Mars h, general agent at Cleve- 
land, O., will be general chairman. Clif- 
ford = McMillen, general agent at Mil- 
waukee, and Flavel L. Wright, general 
agent at St. Louis, Mo., will talk for 
the general agents at this meeting. The 
final session will be that of the western 
group at the Broadmoor hotel, Colorado 
Springs, Colo., May 16-18. Sam C. Pear- 
son of the general agency of Pearson & 
Larson, Kansas City, Mo., is general 
chairman. General agents who will speak 
are to be announced later 

Plan of Meetings 


Charles H. Parsons, superintendent of 
agencies, will open the first day, explain- 
ing the home office re lationship to the 
method of operation by the company. 

hn J. Hughes. assistant superintendent 
f agencies, will discuss the valuation 
and market analysis of territories: and 
W. Ray Chapman, assistant superinten- 
dent of agencies, will discuss manpower 
development as shown in city, mixed, 
and rural agencies. and how such man 
power can be developed in line with the 

ymmpany’s policy of operation. M. J. 
Cleary, vice-president, will 
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Twenty Associates. an investment cor 
pany specializing in the securities of the 
Pacific Mutual Life group. The con 
anv has ar uthorizec Cat 
$100.000 which is invested exclusively 

nvestment 


nd directors are Douygla } ( Moore 


tant general counse! Pac Mutual 
Life pre sident Stanle Mc , ‘ 
etary Pacific Mutual Life. secretar ‘ 
rthur Parsor ce-president Paci 
Mut Life 1 EF. Crawford. manager 
urance departinent Metcalf & R 


General Agents’ Meeting Set 


The Massachusetts Mutual will hold 
ts annual general agents’ meeting 11 
7 otield : A ‘ x ' 

mngheid Mass., May 1-2 W) there 


the general agents will inspect the new 
rome office huild ng of their « mpan) 


cn 18 om process 


of comopletior 
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POLICYHOLDERS LEAGUE 
CALLS INCREASE ILLEGAL 





PUSH BANKERS LIFE FIGHT 


Counsel for W. G. Mellier Will Appeal 
Suit Demanding Access to All 
Records of Company 


DES MOINES, April 6—Judge O. 
S. Franklin in district court this week 
overruled a motion for a rehearing in 
the action brought by W. G. Mellier 
of Kansas City against the Bankers 
Life, asking for a writ of mandamus to 
compel the company to furnish him a 
list of assessment policyholders and to 
allow him to have all of the books and 
records of the company for examination. 
Wessels & Wessels, local counsel for 
Mr. Mellier, filed a petition in their 
application for the rehearing. Much of 
their exhibit consisted of letters re- 
ceived by Mr. Mellier from alleged 
holders of assessment certificates in the 
company, urging the Kansas City man 
to continue his move to secure the rec- 
ords. Mr. Mellier’s counsel here served 
notice that they will appeal to the Iowa 
supreme court. 


League Issues Statement 


The Policyholders Protective League 
of the Bankers Life, organized, it is 
alleged, independent of those who are 
bringing suit against the company to 
prevent an increase in assessments, has 
issued a statement and outlined a mode 
of procedure through its secretary, H. 
S. Hoyt. The advisory committee of 
the Policyholders Protective League is 
og aT d of Ralph Storm, W. J. Lau- 
der, J. J. Lynch, E. S. Hoyt, A. J. John- 
son, B. H. Gavvitt and L J. Klemm, all 
of Des Moines. Through an appeal in 
a want ad in a local newspaper several 
hundred policyholders have signified 
their sympathy with the movement and 
have joined the organization 

According to a statement sent out by 
Secretary Hoyt, under the direction of 
the advisory committee, the league “was 
formed by a group of members of the 
Zankers Life holding assessment poli- 
cies to better protect our own rights 
under our contracts and for the purpose 
of joining with us others similarly situ- 
ated and, by a united stand, get the 
justice due us 


Increase Termed Iilegal 


“Your certificate of membership in 
the Bankers Life Association is a valid 
contract that has been assumed by the 
present company. Under the terms of 
that contract we contend the company 
has no legal right to increase our assess- 
ments beyond the amount we have been 
paying since 1918 and that even the 
of assessments collected in re- 
cent vears have been more than the 
ontract calls for. That certain funds 
set aside to avoid a necessary increase 
in assessments are used up is not the 
question at issue. All the funds and 
assets of the company are liable for the 
contracts according 
to their terms and we believe it can 
easily be shown that if the contract is 
construed strictly according to its terms 
there never has been a time, and prob- 
ably never will be. when it will be 
increase the amount of 
beyond what we have 
heen paying during the last few vears.” 
\n enrollment fee of $2 for each pol 
isked to raise a fund that 


ll n ake it possible to meet the C%X%- 


amount 





fulfillment of these 


necessary to 


our assessment 


carried is 


incurred 


pense 


Foster to Get New Post 


Foster, representative of the 
John Hancock Mutual Life at Manches- 
ter, N. H., and prominent in local poli- 
tics and business affairs in that city, 
has been called in to the home office 
and in the near future will be trans- 
ferred to an important position in Kan- 
cas City 
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TWENTIETH ‘CENTURY LIF E | SUN LIFE OF CANADA 


GIVEN MICHIGAN HEARING 


OFFICIALS TO STATE CASE 


MAY INCREASE CAPITAL 


PLACES BILL IN PARLIAMENT 


Department Announces That Chicago | 


Company Will Be Permitted to 
Reply to Charges 


LANSING, MICH., April 6.—Officials 
of the Twentieth Century Life are to be 


given an opportunity to present their | 


side of the case in their efforts to obtain 


a Michigan license at an informal hear- | 


ing this week, it was announced by de- 
partment officials. Request for such a 


conference between department officials | 


and company executives was made 
through Judge Pliny W. Marsh of De- 
troit. Negotiations toward obtaining a 
Michigan certificate of authority for the 
company were well under way in this 
state when charges which the depart- 


Plan Contemplates Issuing Stock to 
Present Holders on Bonus or 
Another Basis 


MONTREAL, April 6.—The : 
of Canada has placed before the bar nk- 
ing and commerce committee of the ted- 
eral parliament a bill to allow it so to 
amend its charter that, if the bill is sanc- 
tioned, the company’s authorized capital 
will be $4,000,000. Present subscribed 
capitalization is $2,000,000, of which $1,- 
500,000 has been paid up. The bill tur- 
ther proposes that the profits available to 





| participating policyholders be increased 


ment refused to make public were filed | 


and the licensing procedure was abruptly 
halted. It is now understood that the 
charges concerned alleged ‘raiding” by 
the Twentieth Century Life of older 


accident field. An immediate request 
was made by C. H. Bover, president of 
the company, for information as to the 
exact nature of the Michigan charges 
but the department took no steps to 
comply with his demands. 


No Promises Are Made 


Connection of Judge Marsh with the 
Twentieth Century’s application is seen 
as arising from the employment by the 
company of Robert K. Smith, former 
president of the People’s National Cas- 
ualty of Detroit, a company recently 
reinsured by the American Bankers of 
Jacksonville, Ill. Judge Marsh was in- 
terested in the Detroit company and 
acted as its counsel. 

It is expected that several officers oi 
the Chicago company will be present 
for the conference here, probably in- 
cluding President Boyer himself. De- 
partment officials have not indicated that 
granting of the informal hearing means 
that serious consideration will be given 
to the company’s license application as 
the conference was merely permitted i 
deference to Judge Marsh’s request. 


Hall Takes Another Agency 


J. Elliott Hall, general agent of the 
Penn Mutual Life, New York City, will 
take over the William H. Ryan agency 
of the same company in Brooklyn. Mr. 
Ryan will continue with the Penn Mu 
tual. but will move his office to the Hall 
headquarters arfd give most of his time 
to personal production. The Hall agency 


correspondingly to the capitalization. 
New Plan Outlined 
Under the insurance act a company 
may take up to 10 percent ot its profits 
of the participating department for divi- 


| dends and use the remaining 90 percent 
| for payments to the participating policy- 


companies in the life and health and | holders. 


At present the Sun Life is using 
but 5 percent of the profits for share- 
holders and the other 95 percent for 


| policyholders. 


will move from 30 Church street to 50} 


Church street 

In new offices at 50 Church street thr 
Hall agency will have 2,000 more square 
feet of floor space than in its present 
quarters, which it has outgrown. The 
Rvan agency is the sixth agency that 
has been merged with the Hall agency 
since the organized. The 
others were the F. O. Dunning agency 
in 1922, the P. J. Hanley agency in 192% 
the J. H. Coombs and A. R. Tavlo 
agencies in 1925, and the Ezra De For 
est agency last vear All these organ) 
connected with the Pens 


latter was 


zations were 
Mutual 


Hugh Brown Promoted 


Hugh Brown, formerly an agent of 
the Fidelity Mutual at Columbia, S. ¢ 
has been appointed agency secretary at 
the company’s home office Mr. Brown 
has been with the Fidelity Mutual since 


Speaks on Selection of Risks 
.< 


of the 
livered a lecture on 
hefore the members of the 
Institute of Toronto 


Birkenshaw, assistant actuary 
Confederation Life. recently de 
“Selection of Risks.” 


Insurance 


‘ 


The company’s plan is that under the 
capital realignment it will reserve only 


| 4 percent of the profits for shareholders, 


and that eventually it will reduce this re- 
serve to 3 percent. The capitalization in- 
crease means little more than that it will 


| tend ultimately to bring the capitaliza- 


tion in conformity with the total assets, 
which now are $345,000,000. 

The plans do not call for an immediate 
cca of new stock if, when the in- 
creased capitalization is authorized, it 
can be issued either as a bonus to pres- 
ent shareholders or sold to them at any 
figure the management desires 


MORTGAGE NOT CANCELLED 


Caution Needed by Investment Com- 
panies Under Decision of Cir- 
cuit Court of Appeals 





Investment departments of life insur- 
ance companies will be interested in a 
decision which has been handed down 
in the case of Metropolitan Life vs. 
John L. Peterson, et al., in the circuit 
court of appeals, eighth ‘circuit (Iowa). 
The Metropolitan Life bought a mort- 
gage on the home of Peterson from the 
United States Trust Company of 
Omaha. The trust company made the 
loan to Peterson through the Robert 
B. Wallace Company, which latter com- 
pany became bankrupt. The trust com- 
panv paid over the entire amount of 
the mortgage, $4,500, to the Wallace 
company, with instructions to disburse 
the money to the borrower only as the 
construction of his house ees 
Although it had drawn the whole $4,500 
the Wallace company paid out to Peter- 
son, the borrower, only $1,941 Peter- 


ison brought suit for the cancellation of 


iment, under the 


the mortgage and tendered the amount 
he had received. The circuit court of 
appeals affirmed a decree cancelling the 
mortgage, holding the trust company 
had made the Wallace company its 
agent. It also held the Metropolitan 
Life did not take the mortgage note 
free from defenses 


New Bankers Life Publication 


April 1 marked the first appearance 
tankers Life of Iowa publi 
cation, “Our Home Office.” As the 
name indicates, it is a magazine issued 
for and in the interests of the home 
Like “Onward,” which 
has supplanted the old “Bankers Life 
Bulletin,” it is edited by John M 
Grimes, Jr, of the advertising depart 
supervision and dire 


of t new 


othee ¢ mploye < 


j tion of Assistant Secretarv and Adver 


tising Manager RB N Mills 
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BATHTUB IS DEADLY, 
LOSS FIGURES SHOW 











Travelers Analyzes Records and 
Marks Incongruities Among 
Claim Payments 





AUTOMOBILE DEATHS UP 





Sports, Travel Accidents Decrease—Ac- 
cidents to Pedestrians Grow 
In Number Only 


The bathtub is more deadly than get- 
ting in or out of bed, and even the 
latter is more dangerous than occupy- 


ng a step on the supposedly hazardous 
ladder in the American home, it 
dicated in the annual analysis of 


was in- 


acci 

dents made for 1926 by the Travelers 
Ot 33,303 accident claims paid by 
company during the year, the state- 


ment reported, 98 went to persons in- 
ured by falling in the 


bathtub; 44 to 
persons injured while engaged in the 
ymparatively simple operation of get- 


ting in or out of bed, while only 36 went 
to persons injured by falling from the 
purportedly dangerous stepladder 


Feetball Not So Dangerous 


\nother incongruity in the statement 
ot the company, which as the largest 


accident 


insurance organization 
is regarded as the 


in the 
world r 


authority 


he trend of accidents in the United 
States and Canada, was that more men 
were mjured in the comparatively mild 


rts of fishing, golf, gymnasium ex- 
ercising, tennis and squash during the 
r than in the more strenuous game 
ootball. In fact the gridiron sport 
s among the lowest of all recreations 
rged with responsibility for 

ving blamed for only 132 injuries, while 
hshing 1s blamed for 143; golf, 421; gym- 
nasium exercising, 319; tennis and 
340; bathing and swimming, 376; 
1, 654; and basketball, 311. 


accidents, 









lhe fallacy in such a conclusion re- 
garding the harmlessness of football in 
relation to other sports, however, it was 


ointed out by company officials, lies in 
he tact that the analysis is based upon 
laims only of “preferred” risks I 
rrofessional men and those in similar 
I f life who are more likely to be 
ound on the quiet banks of some river, 


such as 


1 
Waiks ¢ 


n the golf links or on the tennis courts 
rather than on the football gridiron 


Automobile Accidents Increase 


analysis and statement under the 
caption accidents resulting from causes 
to which all men are exposed without 
to their employment for which 
ravelers paid claims in 1926 stressed 
the growing hazards of automobiles, 
claring that there was a sharp and ab 
normal increase in automobile accidents 
1926—even greater thar 
over 1924—and the death rat 
rot automobile mishaps it j 
an even 
the accident rate. 
\lmost third of 
ent claims arose trom 
aps, the percentage 
mpared with 28.2 in 


ents ot $4,457,733 


i he 


re gard 
the | 


ae 


the mcre 


ise 
wae) 
owed 


Rreater imcre: 


the 33.3038 acc 
} 


one 
automobile mus 
being 29.44, 
1925 Or the total 
im accident clam 
the r 


with } percent 


OF percent 


was 
compared 
Automobile Deaths Grow 


leat rrate ine ised 


1924 but the 


sutomobile 
12.7 percent 

1926 was 

ait characterized 
‘ tatement 

it payments 


rthonate, 


” hy over 


sivance m IS.3 percent, a 


as “appalling’ 


The imecrease in death 


was even more dispro 


representing a percentage of 


{1 over 1925 as compared with an ad 
ince of 18.9 percent in 1025 
rate of automobile deaths amone 





BIG NEWARK CONCERN 
BUYS INSURANCE STOCK 


GETS GIRARD LIFE SHARES 





United States Mortgage & Title Guar- 
anty of Newark, N. J., Desires 
Outlet for Its Securities 


NEW YORK, April 7.—A substantial 
interest in the Girard Life of Philadel- 
phia, amounting in all to 12,000 shares 
at a price of $300,000, will probably be 
bought by the United States Mortgage 
& Title Guaranty of Newark, if the 
stockholders of the latter company at 
their meeting on April 12 accept the 
recommendation of their directors to in- 
crease the company’s capital stock from 
$1,000,000 to $3,000,000 According 
current reports in the financial district 
here it explains the reasons for the rec- 
ommended increase as well as the fact 
that William E. Lehman, Joseph E 
Feibleman and Horace K. Corbin, di- 
rectors of the mortgage company, were 
recently elected also as directors of the 
Girard Life, which last week announced 
a capital increase from $419,000 to $1,- 
000,000. Present stockholders may sub- 


to 


scribe on the basis of share for share 
of present holdings at a price of $25 
for each of the new shares, their face 


value being $10. 
The purpose of the United States 
| Mortgage in acquiring this 1 


stocl i i 
tOCK 18S Said 


to be its desire to facilitate the dis- 
position of its mortgage securities as 
well as participate in the earnings of 
the Girard Life, which last year paid 
an 8 percent dividend Par value of 
+} . 


he United States Mortgage stock is 


| $50, and present plans are said to in- 
clude the issue of 6,000 new shares at 
a price of $90, stockholders being al- 


lowed to subscribe in a ratio of three 
for every 10 shares held at It 
is reported that $300,000 out of the new 
funds thus created will be allocated to 
capital and $240,000 to surplus 


present. 


[Travelers policyholders, wh 
the total population of the 
indicates that upwards of 
were killed in 1926 by automobil 


en 
23,800 persons 


1) es 





Accidents in the home among Trav- 
elers policyholders increased in volume 
but decreased in seriousness, the state 
ment indicated, 16.97 percent of all claims 
being paid to this class of mishap as 
compared with 16.3 percent in 1925. Pay 
nents last vear, wever, accounted for 
only 10.60 percent of the entire accident 
laim disbursements, as compared wit 


| 13 >} percent in 1925 
| Bathtub Deadly 





Che hgures would indicate that talling 

side the home composed the great 

or sport ot the American people, eve 
such a seemingly safe and non-hazard 
ous place as the bathtub accounting for 
9S injuries tor total payments of $20,260 
while 44 persons who ‘fell while getting 
n or out of bed were 1 iid $3,689 All 

all, 1,335 persons were injured by fall 
ng inside the home 

Accidents outside the home n vards 
ind barns, decreased both in percentage 
ot number and claim payments. Of the 

tal number f accidents Ss percent 
were laid to mishaps a ind the 1s 
is compared with 9.5 percent 1925. O 

total rccider \ ents 6 
ce were n this class s cor ire W“ 
64 reent in 19° 

Sperts Accidents Decrease 
Sports and recreati al accidents de 
ised l tl ! ! ber il d 4 4.4 t 
ot total payments Che CCTEASE 

ercent: was trot 0.2 25 to 
0.04, while the decrease in payment per 
centage was trom 16.9 to 13.36 

Pedestrians fared worse im 1926 thar 

ey did the previo year as tar as 
percentege of accidents ts concerned, the 
nerease being trom 14 percent to 14.59 
Rut the percentage ot total pavments fell 
rom 14 to 13.02, indicating that the acc 
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THIRD OF ALL ESTATES 
NOT WORTH PROBATING 


DISTRIBUTION ILLUMINATING 








Winslow Russell Quotes Figures Show- 
ing 1 Percent of Decedents Left 
59 Percent of Wealth 


MINNEAPOLIS, April 6—A. A. 
Welch, president of the Phoenix Mu- 
tual Life and former president of the 
American Actuarial Society, and Wins- 


low Russell, first vice-president of the 
company, addressed Minneapolis bank- 
ers and trust company officials at a 


meeting last week. Mr. Russell quoted 

some very valuable statistics on the size 

and distribution of estates as follows 
One-Third Not Worth Probating 


“More than one-third of all the 
estates left are not even worth probat- 
ing. Eleven people out of 100 whose 
estates are probated with the courts be- 


queath to their heirs less than $500; 
10 leave from $500 to $1,000; 20 from 
$1,000 to $5,000; about 15 out of 100 
leave $5,000 to $10,000: 15 when they 





= = 


DELIVERIES STARTED 
ON LITTLE GEM CHART 


—_———_< 





Vest Pocket Reference Work for 
Life Men Is Better 
Than Ever 


NEW FEATURES ARE ADDED 
Net Premiums Less Dividends Year by 
Year—Immense Work in the 
Compilation 





~ 


The first copies of the 1927 


Life Chart were received from the bind- 


Little Gem 


ery at Cincinnati Tuesday of this week 


and the actual deliveries in quantities 
have begun. While it will take several 
weeks to complete the delivery at the 
rate of 2,000 a day, the work will be 


done as quickly as possible so that all 





pass on will leave from $10,000 to $25,- 


000; between five and six will leave 
trom $25,000 to $50,000, t 


a United 


national wealth 


States survey of 


according to 
government | 
| 
' 











our 
“The federal trade commissior W 
made study, used the prot ate « | 
| 
records of a period of 12 vears 24 | 
representative and =~ wide! scatters 
counties of the United States There 
were nine rural counties in which there 
was not a single town or n t 





of the tvt 
wn had a f{ 
and five ot 


5.000: 10 
largest t 
to 50,000, 


city type, eac 











with a city of more 50,000 rhis 
insured aver: iphasis 
: 

su | 

Kar 

ty at 

One Percent Had Three-Fifths 
“The distribution of this wealt! 
: 

which, in the aggregate was an impos 

ing sum, is just as interesting, sa 
Mr. Russell. “About 1 percent of the 
estimated number of decedents owned 
about 59 percent of the est! ter 
wealth. More than 90 percent of it was 
owned by about 13 percent of the dece- 
dents. The average value for all estates 











was $3,800, but nine out of 10 estates 
failed to reach this gure It was t 
holdings of the verv wealthy who r 
this level possible 
ts in this class were less ser s las 
‘ r t | 192 Al us al c it re 
, < cl e< at * was i ir S 
\ etwee thle t er t Ss 
tr s struck | aut les—476—and 
€ er ¢ ering falls on the ive 
ent due » uneven er d, w was 
1 «a | < 1,4 nee ! le One « 
received from Is « ce The pay 
rents rt se struck by aut I $ 
$147.18 wever rox ited t s¢ 
eceived ’ se suffering falls f 
even g “ was $147,057 
licating ‘ rse that the more ser . 
iries W + ’ 2 2 ® 
t rs 
Travel Accidents Fewer 
were fewer travel accidents 
Lo t ! n 1925, it was indicated in t! 
| rey ¢ } ¢ 2 that did “ } 
n . at th 5 9) . 
i < er perccntage ell 
e 9 . os + * T 
\ $ ros Sot 214 
! st ist 
taae \ s was 
1 sce re s s “ 
, < hie ws e 2 
drawn veluicles and elevators The pet 
entaae mibe t« tf 6.0 
4 1 last vea and t » ensat 
centage ell ! ry t 4s 








customers will be supplied at the earliest 
possible moment. 

In making a large s it of the 
Little Gem Life Chart, it is Of course 
necessary to deliver according to when 
the orders were received at the ofnce. 
i s if an Order was place i ast ail, it 
should have a v« early s ment under 
th s plan Or lers ire ft Tle i as +) ec are 





' 
received. 


Features of Special Interest 























I he new edition of the 1927 Luttle 
ty l ‘ ( irt represent a great 
expe Te nt ne ro ex eed- 

ga $ pul at s combined 

ses t Is al interest Decaus 
the full showing on the ary lite 
c is The 
r @ te sa\ 
< s ve r t 
20 irs at eve 
est W be t 
irative rec 
t > n ¢ 4 
“ ire s w 
I Chart 
Surpasses All Others 
c k real eather 
> the al er < +) in 
that the 720 Ook occupy 
roximately The 
N resents a ver e¢ appearance 
tisa rately prepared, has everything 
t that any ther est-pocket book 
shows 1 a good deal more than any 
. e by tself. and is listribute 1 to 
oe . it ft sa ¢ rice that wher 
ks sent 
Is Compiled Independently 
c I le Gen s mpiled . 

‘ ’ any company By that state 
ent is not meant that com ave 
t< rated inf shing material for 

at n O t contrary, the xb 
. < ; } < i! . st wv +> 

t ex 2 a essary m7 sterial to gO 

t tne ) k i 1s0o W l gly T ere 
$ rse ccas ul company 
W“ : t r at the value of 

r 4 rr. . > ° er = w ne 
z t is so Ww Lictrihuted 
) . , and ’ free few 
: t tne vear, <¢ s are be 
. hy ¢} sands of requests ” 
at 1 , w“ vr rst he gt 7 

rately and some of them ive a 
ard t listinenis! e betw 

sts wh >» will be ‘ > ¢ 

: it a at se! ss ( 
. Rric . st wait for 
» tew : 
> * ie The 
™ > T i » have heen 
, % < > af ' i< 
- : . . 
Tmpartial Selection Made 

Ry the statement that the Littl Gem 

a tas t indenendently ¢ i¢ meant that 
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Permanent desks of steel that 
enhance the beauty of the 
finest offices 


v 


U 


Yet, with all their 


advantages, wonderfully 


low in price 


N the most beautiful settings GF Allsteel 
Desks are in perfect harmony. They are 
steel — with the lifelong durability that only 
steel can have — with the fire-resisting, mar- 
proof quality that wood just can’t possess. 


But, in addition, they have the rich beauty of 
natural grain —the clean, graceful lines that 
mark the best in artistic design. Handsome 
Velvoleum tops are banded with bronze—and 
are warm to the touch, stain-proof, washable. 
Feet, too, are bronze. Baked-on enamel finish 
can’t chip or discolor. Steel drawers never 
stick—never warp. 


And, GF Allsteel desks—mahogany, walnut, 
or green finish—cost no more than ordi- 
nary old-fashioned wooden desks. Mail the 
coupon for catalog. 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio; Canadian Plant: Toronto, Ont. 
Branches and dealers in all principal cities 
fis GF Allsteel Line: Safes - Filing Cabinets - Tranter 


Cases + Desks + Tables + Shelving + Transfer 
Cases - Storage Cabinets - Document Files - Supplies 








THE COMPLETE LINE OF OFFICE EQUIPMENT 








' 


| 





Section of the Southwestern Bell Telephone Co. offices, St. Louis, Mo., equipped with GF Alisteel desks. 








———— Attach this coupon to your firm letterhead ==" 
THE GENERAL FIREPROOFING CO. « Youngstown, Ohio 
Please send me a copy of the GF Allsteel Desk catalog. 


Name 
Address 
City = . State 
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SUMMARY OF CHANGES OF LIFE COMPANIES | 
MADE DURING THE LAST YEAR OR TWO | 





of THE NATIONAL UNDERWRITER, 

who is in charge of compiling the 
“Little Gem Chart” and the “Unique- 
Manual Digest,” gathers together a vast 
amount of material concerning life com- 
panies. Mr. Smith is a veritable en- 
cyclopedia of information regarding the 


Fo Tar. R. SMITH, statistician 


- “cede 
changes made by insurance companies | 


during the year. The “Little Gem Life 


Chart” is issued in April and the | 
“Unique-Manual Digest” in May. In | 


order to compile the information for 
these publications it is necessary for 
Mr. Smith to gather all the changes 
that the companies have made since the 
previous volumes were published in 
1926. This brings out many changes 
in policies, rates, dividends, clauses, etc. 
There will be a series of compilations 
vy Mr. Smith, taking up each company 
briefly, the first coming this week: 
* + . 
Abraham Lincoln Life—This company 


changed name from Mutual Life of Ili- | 


nois, Dee. 31, 1926. Entered Michigan 
and Ohio Double indemnity clause cov- 
erage extended so as to be operative for 
entire life of policy up to age 60 and 
not limited to premium paying period 
. > oe 

Acacin Mutual Life—Entered Texas 
Decreased rates April 1, 1926, placing 
new policies on five year distribution 
plan No new dividends have been an- 
nounced on this new basis, and old 


schedule continued for old policies. In- 
creased maximum limit to $200,000. te- 
moved war service restrictions from 
policies Double indemnity rate de- 
creased from $1.50 to $1.20 per $1,000 
> >. . 

Aetna Life—No change in 1927 divi- 
dend schedule Reduced double indem- 
nity rates 25 cents per $1,000 No 


changes since early in 1926, when flat 
rates and disability rates were revised 
> . > 

Agricultural Life—No material changes. 
Same schedule of dividends in 1927. Non- 
medical plan adopted 

. . . 

Alabama National—In 1927 changed 
disability clause so as to provide that 
90 days of disability will be regarded 
permanent with provision for dating 
back payments. Increased disability 
rates. Changed ordinary life to endow- 
ment age 85 policy with reduction in 
rate. Revised policy forms, removed re- 
strictions on occupations, war service 
Eliminated one old installment disability 


provision. New increased values on Ili- 
nois standard. Adopted non-medical | 
plan July, 1926. Discontinued guaran- 
teed dividend forms Fully paid-up 


policies made participating 
* * . 


Alamo Life—Organized 1924 Added 
juvenile educational policy 
> >. . 


American Bankers—In 1927, adopted 
ordinary and twenty payment life, en- 
dowment age 85 and several other new 
forms Changed disability provisions 
and rates Entered Wisconsin and 
bought controlfing interest of Midland 
Casualty of Milwaukee 

> . > 

American Home, Kansas Dividends 
for year beginning April 1, 1927, will 
start at from 10 to 15 percent of the 
premium and increasing with each year 
in an amount at least equal to 2 percent 
of the previous year's dividend It also 
writes non-par Issued juvenile policies, 
limit $2,500. 

> . . 

American Life Reinsurance—W hile orig- 
inally a reinsurance company, has issued 
direct insurance since January, 1923, 
about 1-5th of volume consists of direct 
insurance as of Dec. 31, 1926 entered 
Missouri Contemplates increasing dis 
ability rates. 

. . > 

American National, Mo.--Issued new 
policy called guaranteed premium return 
which has a cash value at end of 20 


coln to Omaha early 
plete change in offic 
Withdrew Indiana, 
Minnesota. 

. . 


American Provide 


in 1926, and a com- 
ers and ownership 
Idaho, Utah and 


nt — Incorporated 


Sept. 14, 1926, at Houston, Tex., and paid 
| for $449,000 from Oc 


the year. Stock cor 
participating policie 
child’s multiple opt 
double indemnity a 
ability. 

. . 


Amicable— Adopted 


‘t. 1 to the end of 
mpany issuing non- 
s. Has the usual 
ion policy Issues 
nd increasing dis- 


select risk policies 


which have increasing premiums up to 


maximum at llth ye 
nary life at 20 payn 


2ar, issued on ordi- 
rent life A 6 per- 


cent guaranteed income clause may be 
attached to ordinary and 20 payment 


policies providing li 


fe income to orig- 


inal beneficiary and payment f face 


amount to secondary 
cational endowments 
20 years also put o 


* * 


, beneficiary Edu- 
maturing in 11 t 
n market 
> 


Atlantic—No change in dividends 


1927 Adopted non-r 

* * 

Atlas—Now changi 
and rates 

« > 

Baltimere—No ch: 

Whole life preferred 


nedical plat 


> 
ng disability clause 
> 
inge lividends 
Class $5,000 e2 


out for non-hazardous risks 


Bankers, Ia.—Dividend scale readjusted 


to conform’ with 
against regular spe 
new scale will proc 


the same results ast 
ing specials Whole 
tinued in 1927 and 
put in its place 

* > 


Bankers Life, Neb. 
continued for 1927 


New York ru 2 
ial dividends The 
luce approximate! 
he old seale iclud- 
life plan disco 
endowment ge 
. 
1926 dividend sex 


Three new forms 


were gotten out during the last ve 
preferred low rate forms on rrdinatr 
and 20 payment plans and ar l 
ment at 65 
* . . 

Bank Savings—New rate book issue 
showing revised premiums on ordinary 
and limited payment plans (ordi 


life supplanted by « 
> . 


Bankers Natl., Colo 


ndowment 8 
. 


-—Reduced rates on 


20 payment life optional ordinatr fe 
policy This plan allows the insured 

pay a reduced premium after the first 
vear and continue the policy as ordinary 


life contract or pay 


the same premiun 


throughout, and pay-up the pelicy 


20 years. New prefer 
ordinary and 20 pay 
>. . 


Berkshire—-No chi 


schedule for 1927 
changed to recognize 


} as permanent for the 


years equal to premiums paid Other 
options available at that time jegan 
issuing juvenile 20 payment life and| 
adopted non-medical plan for all $1000 


policies except term 
* . >. 

American National, Texas—-No mate- 
rial changes except adoption of non- 
medical plan for policies up to $2,500 

> . . 


American Old Line-——Moved from Lin 


ning payments and « 
increased, 
* > 
Boston Mutual—|! 
Same as has been 1 
1924. 
. . 
Brooklyn National 
form called modified 


red risk policies on 
nent life plans 
. 


inge a dividene 
Disability clause 
$0 days disabilit 
purpose of begin 

lisability premiu 


927 divider 


ised sinc: lun 


. 
Began issuing new 
endowment at age 


61 which provides an endowment ma- 


turing at that age 


for a fractional 


amount of the face value Other options 


provide continued ins 
amount for a larger } 
or reduced insurance 
ums as prior to age 

. . 


urance of the same 
remium thereatte 
for the sam pren 


61 
. 


Business Men's Assurance— Hieduced 


all flat rates and i 
rates Jan. 1, 1927 I 
vised to regard $0 
permanency and to 
six months to fourth 


Military restrictions 
> > 


nereased disabi 
lisability clause re 
days as proof 
date back 
month of d 
cancelled 

> 


ib 


California State Life—-New ra 


published showing ne 
payment life form an 
ments Disability ri: 


w long tern 
d some new end 
ites increased 


Three months dis 


clause liberalized 
ability considered permanent incor 
dates back and continues after matur 
of endowments 
. > >. 

Canada Life—Reduced non-participat 
ing rates Increased disabilits rates 
Liberalized disability claus I r s 


in dividends especia 


|} Non-medical plan use 
(CONTINUED ON PAGE 29) 
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New York. Lire INSURANCE COMPANY 


DARWIN P. KINGSLEY 


A Mutual Organization—Founded in 1845 


346 BROADWAY, N 








President 
Incorporated under the Laws of New York 


EW YORK, N.Y. 


Eighty-second Annual Statement 


You, the members of the New York Life Insurance Company, owned 2,220,784 policies at the close of business on December 31, 1926. 
You are a vast community of people representing every honest walk in life—farmers, bankers, tradesmen, merchants, laborers, manu- 
facturers, employers and employees, and professional men and women—young and old—all banded together in a common enterprise for the 


To the Policy-holders: 


common good. 


If you and your families could be brought together, you would populate one of the largest cities in the world. What a city it would be, 
with every family striving to safeguard its own future through a single co-operative institution for insurance and savings! 


A Prosperous Year 





In 1926, this Company, which you 
own, wrote another chapter of prog- 
ress: 


New insurance over 
900 Million Dollars. 
Total insurance in force over 
534 Billion Dollars. 
Paid to members and beneficiaries 
over 
133 Million Dollars. 
including over 
53 Millions in Dividends. 

You, the policyholders, have accu- 
mulated assets of more than 14 Br- 
t10N Dotiars. This money plus your 
future deposits and compound interest 
will eventually provide for payment of 
the Company’s obligations to you and 
your beneficiaries. 

We believe we are one of the com- 
panies Hon. Charles Evans Hughes 
had in mind when he recently said: 

“T like to think of the spirit of life 
insurance, for it is the spirit of achieve- 
ment.” 


Nylic Is Your Investing Agent 





The fund of more than 114 Billion 
Dollars is invested in accordance with 


et 





Cash Value of Life 


Fire insurance and life insurance 
protect values. The value of a 
worker’s life is the cash worth of 
his future net earnings, usually far 
greater than the value of his prop- 
erty. The following points may 
help you to estimate the monetary 
value of your life: 

The United States Government 
fixed $10,000 as the insurable life- 
value of American soldiers and 
sailors in the Great War, Mostry 
Younc UNMmarriep Men Wuo Hap 
Been EARNING SMALL INCOMES OR 
NoNE at ALL. 

Recently, according to the New 
York Times, the American Statistical 
\ssociation declared that the money 
value of the average American life (in- 
cluding children and adults who earn 
no income), is $17,500! As an InN- 
COME-EARNER, THE VALUE OF YOUR 
Lire is Much GREATER 

Consider the capital required to 
produce income from interest. At 
5%, it takes $24,000 to yield $1,200 
a year—$100 a month. 


How Much Insurance Is Needed? 


The answers to the following 
questions will enable you to meas- 
ure your insurance needs: What is 
the minimum income you will re- 
quire in your old age, or if you be- 











the strict requirements of the laws of 
the State of New York; and it plays a 
substantial part in the development of 
the nation’s farms, homes, railroads 


MADISON AVENUE TO FOURTH AVE 





HOME OFFICE BUILDING 
NEW YORK LIFE INSURANCE COMPANY 
NOW -UNDER CONSTRUCTION ON THE SIT 
TWENTY 
NEW YORK CITY 


come totally and permanently dis- 
abled, and what is the smallest an- 
nual income your family could man- 
age on if you were taken away? 


THE MADISON § ARE GARDEN 
SIXTH 17 TWENTY-SEVENTH STREET 








and public works. 

As policyholders, you practice thrift. 
You invest soundly and safely. Your money will be available to you and 
vour dependents, impressed with emergency-power, at a time when it will 
be needed most. 

That is what Mr. Hughes meant when he said, in the address to which I 
have just referred, that a life insurance policy was the best guardian of the 
purse that had ever been discovered. 


Small Average Policy 


Your total insurance is impressive; but if you divide it by 2,220,784, 
the number of policies, you will find that the size of the average policy is 
only $2,590. 





Ot course, some members have more than one policy; and many of 
you are also insured in other companies. But the great majority are 


UNDERINSURED, as you will see. 


Is it $500 a year, or $1,000, $2,000, 
$5,000, $10,000, or more? 

How much will it require to settle your estate—to pay your debts, 
mortgages, and taxes, including the federal and state inheritance 
taxes? 

How much cash will be needed at your death, or the death of your 
partner or an official of your company, to stabilize credit or to enable sur- 
viving partners or stockholders to acquire the deceased associate's interest 
in the businsss and carry on? 


Your Program 





You probably have a program, because you are insured ; but how does 
your program stand today? How far short is it of the safety mark or the 
mark you are aiming at? May I suggest that you figure it out for yourself, 
or call in one of our Agents to help you work out a plan suited to your 
needs, so that you may feel secure as to your own and your family’s future. 


DARWIN P. KINGSLEY, President. 





Financial Summary, 


January 1, 1927 





ASSETS 
Real Estate; First Mortgage Loans on Farms, Homes and Busi- 


EERSTE EE AE EIR ON Re ..$ 440,388,584.62 
Bonds U. S., other Gov’ts, States, Cities, Counties, Public Utilities, 


ERR SESE ETAT IIa aC aE 583,984,590.22 
Policy Loans, Cash and other Assets............................. 242,692,691.20 
RPE a Re Se OS ae eee Ss Ae . $1,267,065,866.04 


LIABILITIES 
Insurance and Annuity Reserves ........ .$1,003,297,782.00 
Dividends payable to Policy-holders in 1927 54,535,527.00 
RP eter EAD coc ccccaccces 102,448,175.76 
General Contingency Funds ... 106,784,381.28 
Total ... -$1,267,065,866.04 


$295,341,937.98 
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UNION 


LIFE INSURANCE 
COMPANY 


Des Moines, Iowa 


We have an unexcelled 
line of policy contracts. 


Our new Select Risk low- 
rate policy for business 
and professional men is a 
fast seller. 


Over fifty per cent of 
our policies are issued 
and in the mails within 
twenty-four hours after 
the application papers 
reach the Home Office. 


CH 
zZ° 


LIFE INSURANCE 
COMPANY 


Des Moines, Iowa 


A. C. TUCKER, President 


Paid to Policyholders Over $23,000,000.00 











{ Virginia Consolidation Passed 

i 

| The Virginia bill consolidating the in 
surance and banking departments of the 
state has been passe d and now ni the 





m | PREPARING PROGRAM OF 


-— INSURANCE DAY: MEET 


| 


| 
Heavy Attendance Expected at | 


| Convention to Embrace Men 
From All Branches 








‘AID FOR AGENTS PLANNED 





| Committees Formed for Handling De- 
tails of Big Gathering Are 
Working Out Plans 





PHILADELPHIA, April 6—Penn- 
sylvania Insurance Day, a convention 
|}embracing every insurance interest, will 
| be held in Philadelphia, May 23-25 under 
the auspices of the Insurance Society 
|of Philadelphia, the Casualty Under- | 
| writers Association, the Surety Under- 
writers Association, the Underwriters 
| Club, the Health & Accident Alliance, 
{the Red Roosters, an insurance men’s 
club, and the Insurance Federation of 
Pennsylvania. 

{| It is expected at least 1,000 insur- 
}ance men will attend. 


i Agent Must Educate 


Education of the insuring public in | 
the last analysis must come through con- 
| tact with the insurance salesmen, S. H. 
Pool, resident manager of the Fidelity & 
Casualty in Philadelphia and general | 
chairman of the Pennsylvania Insurance | 
Day convention committee, says in an- 
nouncing the event. The gospel of fire 
waste and prevention, the furtherance of 
the program of protecting the lives and 
welfare of present and future genera- 
tions, reduction of industrial and public 
accident casualties, or protection of in- 
vested capital—these are best presented | 
through the field man, who is in daily 
|}contact with prospects, claimants and 
| beneficiaries. 
| It is with this idea in mind that the 
| Pennsylvania Insurance Days have been 
| designed as educational meetings of ex- 
|ecutives and public contacts, sitting to- 
| gether to discuss current and future 
} problems for the benefit of the insuring 
| public. The plans include not only 
i smoothing the path of the field man to- 
ward larger sales, but also to equip each 
agent with a broader vision of all insur- 
ance, so he may serve the public along 
necessary lines, founded on a definite 
| knowledge of protection in all branches. 





Speech Schedule Incomplete 

Though it is too soon to announce 
i definitely the principal speakers, tenta- 
|tive acceptances have been received 
| from M. H. Aylesworth, president of the 
— 
| National Broadcasting company and 
former managing director of the Na- 
| tional Electric Light Association; J. B. 
{Levison, president of the Firemen’s | 
Fund; and former Governor Preus of 
Wisconsin. 

Committees working with Mr. Pool for 
the Insurance Days are under: Harold 
1 V. Smith, vice-president Franklin Fire, 
st president Insurance Society, fi- 
neces; Nelson D. Sterling, vice-presi 
dent, Constitution Indemnity, entertain 
ment: J. Dallas Smith, manager surety 
j}and bonding department, Fidelity & Cas 
uolty company, hotel committee: W. W 
Berry, manager Globe Indemnity, pro 
gram committee; W. H. Evert, assistant 


secretary Independent Fire, banquet 
| committee Robert Kk Deardon, Ir., 
editor “United States Review.” exhibits 
| committees and Walter A. Munns of 


Curtin & Brockie, publicity committee 


| HEALTH PRESERVATION 





‘hands of the governor 
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ACTIVITIES ARE URGED 


Edward A. Woods Would Have 
Life Underwriters Aid Com- 
merce Chambers 


SENDS CALL TO LIFE MEN 


‘Cost of Insurance Can Be Cut and 


Number of Insured Can Be 
Increased 





Edward A. Woods, Pittsburgh gen- 


;eral agent of the Equitable of New 


York and representative of the National 
Association of Life Underwriters on 
the insurance advisory committee of the 
United States Chamber of Commerce, 
has issued a call to underwriters to sup- 
port with action the suggestion by the 
Chamber of Commerce insurance ad- 


| visory committee that all local cham- 


bers of commerce ‘form committees on 
the conservation of life and health to 
spread health information in their com- 
munities. He also offers suggestions 
on the personnel of the committees and 
urges life underwriters to volunteer 
their services, and outlines in the call 


| some of the things that can be accom- 
| plished by the committees suggested by 


the National Chamber. 
Underwriters’ Opportunities 


“The American people,” Mr. Woods’ 
call reads in part, “are the most thor- 
oughly examined physically in the 


| world, because of life insurance. Life 


underwriters can encourage more pe- 
riodic health examinations, which are 
so strongly urged by the American 
Medical Association and are now 
offered gratis by nearly 50 life insur- 
ance companies. Just as fire insurance 


| companies are interested in fire preven- 


tion, casualty companies in accident 


| prevention, bonding companies in re- 


ducing defalcations and automobile in- 
surance companies in reducing theits, 
so we can help decrease disease and 
lengthen life, thereby decreasing the cost 
of life insurance and increase the num- 
ber of those able to obtain life insur- 
ance. 

“This opportunity so directly in our 
interest is of the highest value, and it 
is hoped that life underwriters will see 
that their local chambers form such 
committees, that these committees be 
active and accomplish results and that 
life underwriters be among their most 
efficient members.” 


Activities Suggested 


Under suggestions for the activities 
of the local committees Mr. Woods sug- 
gests the following: 

Arouse attention to the supreme im- 
portance of life value compared with 
property value; urge health examina- 
tions by own physician, life insurance 
company, Life Extension Institute, etc.; 
assist in movement to have all states 
in registration area of the United States, 
and to see that the registration is prop- 
erly carried out; suggest proper health 
legislation, national, state or local; urge 
importance of efficient personnel ot 


| health departments; compute compara 


tive expenditures of health departments 
of various political units; aid in enforce 
ment of health laws of all kinds, in 


|cluding the appointment and mainte 


nance in office of competent health ot 
ficials with sufficient support of appre 
priations and personnel; aid movements 
for disposal of garbage, sewage and 
drainage; support local and other quar 
antines: aid vaccination against conta 
gious diseases; promote health talks in 
schools, industrial organizations and 
publications; aid all child health work 
(CONTINUED ON PAGE 20) 
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Help! Help! 


HIS is not a cry for 
help. 

It is an offer. 

We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 

Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 

It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 

Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and_= send 
them to us. (Signing on 
these lines will cost noth- 


Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 
Chicago 
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PROGRAM IS ANNOUNCED 


BY MEDICAL SECTION | 


PROF. AVARD L. BISHO 
ADDRESSES LIFE MEN 


a | a 
MEETING TO BE IN CHICAGO |SALESMANSHIP HIS SUBJECT 


Number of Valuable Papers Have Been 
Scheduled for the Annual Gather- 


ing Next Month 


The Medical Section of the American 
Life Convention has sent out its pro- 
gram for the annual meeting to be held 
at the Drake hotel, Chicago, May 4-6. 
Dr. Carl Stutsman of the Merchants 
Life of Des Moines is chairman of 
the section, Dr. Ross Huston, Bankers 
Life of Des Moines, vice-chairman, and 
Dr. F. L. B. Jenney of the Federal Life 
of Chicago, secretary. The program is 
as follows: 

Wednesday, May 4th, 10:00 A. M. 

Chairman's Address—By Car] Stutsman, 
M. D., Med. Dir. Merchants Life of Des 
Moines. 

Address 
dent American Life Convention; President 
American Central Life, Indianapolis. 

Subject—"Should Primary Pleurisy Be 
tegarded as Tubercular in Life Insur- 
ance Underwriting?” 


son M. D., Med. Dir. Imperial Life of 
Toronto. 
Discussion: 

By Henry R. Carstens, M. D., Med. Dir. 
Detroit Life. 

By Robert J. Graves, M. D., Med. Dir. 


United Life & Accident. 
Wednesday, May 4th, 2:00 P. M. 


Subject—“The Application of Modern 
Clinical Medicine to the Problem of Medi- 
cal Selection.” By Francis H. McCrudden, 
M. D., Asst. Med. Dir., New England Mu- 
tual Life 

Subject 
Showing 
By Edgar W 


“Modern Selection of Risks 
Presence of Sugar in the Urine.” 
Beckwith, M. D., Med. Dir. 


North American Reassurance, New York 
Discussion: 
By Wm. Muhlberg, M. D., Med. Dir. 


Union Central Life 
By Duane W. Propst, M. D., 
Internal Medicine, University of 
Chicago 
Subject 


Assoc. in 
Illinois, 


“Some Observations on Inspec- 
Obtained and 


tion Reports. Results 
Recommendations for Improvements.” By 
A. R. MecAndless, Secretary Lincoln Na- 
tional Life, Fort Wayne, Ind 
Discussion 

Ry Charles B. Piper. M. D., Med. Dir 
Guardian Life, New York 

By H. A. Baker, M. D.. Med. Dir. K 
sas City Life Kansas City Mo 


Thursday, May Sth, 0:20 A. M. 


Address—-Subject “Life Insurance as 
an Economie Force and a Social Factor.” 
By Claris Adams, Secretary American 


Life Convention 

Open Forum—By Harold W. Dingman, 
M. D.. Chairman, Vice-President and Med 
Dir. Continental Assurance, Chicago 

The object of the open forum is to ob- 
tain outstanding views of the greatest 


number of ussants, It is proposed 

to limit discussions to three minutes each 
(a) Disability selection procedure when 

gall bladder is removed 

(b) Selection requirements in insuring 


dis 


children under age 12 

(ce) oes renal colic preclude 0-day 
disability clause protection? 

(ad) Should insurance companies in- 
struct agents and examiners in underwrit- 
ing methods” 

(e) Should more importance be given 


to the consideration of focal infections in 

underwriting? 
(f) On what 

than the white race be insured”? 
(zg) Questions from the floor 


May Sth, 2:00 PF. M. 


basis should races other 


Thursday, 


Symposium on Mitral Murmurs of the 
Heart 

Subject 1 “The Clinical Interpreta- 
tion of Mitral Murmurs.” By Paul D 
White M l., Instructor in Medicine, 
Harvard Medical School, and Chief of 


Cardiac Clinic, Massachusetts General 
Hospital, Boston, Mass By invitation 

Subject p4 “Statistical Experience 
With Mitral Murmurs.” By Frank L 
Grosvenor, M. D., Med. Dir. Travelers 

Subject 4 “Systolic Heart Murmurs 
Observation of Circulatory Function as an 
Aid in Selection.” By Harold M. Frost, 
M. D., As Med. Dir. New England Mu 
tual Life 

Subject—4 “Mitral Murmurs in Field 
ind Home Office.” By Henry Wireman 
Cook, M. ID., Vice-President and Med. Dir, 
Northwestern National Life, Minneapolis 


Discussion 


tv D. M. Shewbrooks, M. T., Assoc. Med 
Dir. Acacia Mutual Life, Washington, D.C 
By Ss. 1 Simmons, M. D., Med. Dir 


Sacramento, Cal 
Susiness 


Life, 
Evening, 8 o'clock, 


California State 
Thursday 





Meeting 
Friday, May 6th, 0:30 A. M. 
Subject ‘The Benefits Through Or 
ganization of Employes Welfare and 
Retirement Plans.” ty Albert Seaton 


insurance 


By Herbert M. Woollen, Presi- | 


By Harry B. Ander- | 


|the course 


Tells Underwriters Their Work and 
| 


Services in Their Communities 
Are Essentially Social 


Prof. Avard L. Bishop of Yale Uni- | 


versity delivered the fourth of the series 
of life insurance lectures in Detroit in 
which is being conducted 
under the auspices of the Life Under- 


| writers Association of Detroit through 


| graduate of 


the courtesy and with the cooperation 
of the Union Trust Company. 

While the three former speakers 
dwelt mainly on the insurance trusts 
and the new cooperation between life 
companies and trust com- 
panies for the conservation of estates, 
Dr. Bishop devoted himself to higher 
salesmanship in writing insurance, con- 


sidering insurance in the light of an 


essential social service. 


Considers Human Equation 
This broader view of insurance, 
3ishop said, possibly should be consid- 
ered a fundamental part of business and 
society which persists, however com- 


plex and highly organized the commer- | 
cial and industrial structure—namely, 
the human equation. He pointed out 
that opportunity from the standpoint of 
life insurance salesmanship underwrit- 
ing ordinarily comprehended only the 
president or higher executives of the 
business under consideration. Dr. 
Bishop predicted an increased evalua- 


tion on all important executives and 
high-salaried officials for the protection 
of the corporation, and the coverage of 
these individuals with an adequate life 
insurance policy paid for by the busi- 
ness itself. 

Teaches Business Administration 

Dr. Bishop is a Canadian by 


\¢ idia 


birth: a 
Wolfville, 


Colle ge, 


N. S.: a doctor of philosophy in eco- 
nomics, a degree received from Yale 
after his graduation from Acadia, and 


a member of Yale University teaching 
staff since 1904, occupying the chair of 
business administration for the last nine 


vears. His major interest in Yale is | 
teaching insurance and _ corporation 
finance 


Writes on Life Insurance 


Dr. Bishop is the author of the series 
of six articles on life insurance for 
business protection. The articles were 
published by the Union Trust Company 
of Detroit and created much valuable 
comment. 

Dr Bishop addressed the Life 


writers Association at Grand Rapids 
last Friday under the auspices of the 
Michigan Trust Company. 
M. D., Med. Dir., American Central Life 
Indianapolis 
Discussion: 

By C. E, Schilling, M. D., Med. Dir. Ohio 


State Life, Columbus 
: Ry Frank Manly, President Indianapoils 
sife 
Subject—"The Development of Coopera- 
tion and Understanding Between Agents 
and the Medical Department.” 
Illustrated by film entitled, “The Spirit 
of Profitable Cooperation Between Our 
Agents and the Medical Department.” 
Ry L. G. Sykes, M. D., Med Dir. Connecti- 
cut General Life. 
Discussion 


By Frank Harnden, M. TD, Med Dir 
Midland Mutual Life, Columbus 
By toss Huston. M dD. Med. Dir 
Rankers Life, Des Moines 
Ry J. T. Montgomery, M. D., Med Dir 
Southland Life, Dallas, Tex 
Joe Graves 
Joe Graves, who formerly was with 


the Dickens general agency at Eldorado 
Ark.. has been appointed head of the 
life department of the United Insurance 
Agencies of Camden, Ark., which have 
just heen given the general agency of 
‘e United Reserve Life of Topeka. 


a2 


Dr. | 
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‘COLUMBIA LIFE AGENCY 
| MEETING ON THIS WEEK 


|SPIRIT OF NEIGHBORLINESS 


Educational Program Provided for Two- 
Day Session of Cincinnati Com- 
pany’s Salesmen 





This week the Columbia Life holds 
|} its annual agency convention at Cincin- 
nati. The sessions cover two days, 
| Thursday and Friday. A useful educa- 


| tional program is provided. The modern 
| spirit of neighborliness among life me: 
is illustrated bv the fact that two offi- 
cials of the Union Central Life are 
among the speakers. Bob Williams, di- 
rector of education, delivered an inspira- 
tional talk Thursday afternoon and 
Charles Hommeyer, superintendent 
agencies of the same company, has a 
address for Friday morning on “Life In- 
surance as a Vocation.” 


Welcomed by President Cross 

President S. M. Cross delivered 1! 
address of welcome to the C 
agents. Other speakers were Dr. Charles 
Weber, Otto Horlick, Frank B. Cross, 
Jr.. Bob Kraus, J. R. Schindel, A. A 
Redmon and Dr. Frank B. Cross of the 
| medical department. Among the topics 
are “Trust Agreements,” “Old Policy 
holders as Prospects,” “Planning Dail) 


Work,” etc. 
GROUP MEN MEET IN CHICAGO 


1 hi 
olumpia 


Regional Conference for Midwestern 
Division Held by Representatives 
of the Aetna Life 


The annual regional conference of the 
| midwestern group representatives of the 
Aetna Life was held last week in Chi- 
cago. S. T. Whatley, Chicago, general 
agent, delivered the address of welcome 
Some of the principal speakers were 


B. A. Thomas, assistant secretary 
|} the group division at the home office; 
R. J. Dwyer, president of the Midwest- 


ern Association of Group Representa- 
tives and R. G. Curry, vice-president of 


| the association. These meetings are 
held early in the year for purposes of 
exchanging ideas on increasing produc- 
tion. 

Chicago was selected as the place « 


the meeting because the office locate 
lin that city, under the management 
Mr. Whatley, led every Aetna Life 
| fice in the United States in the amount 
of group insurance in force 

There was a banauet Friday night 
and the meeting adjourned Saturday 


atternoon 





Under- | 


MEN TO BE TRAINED BY MAIL 


| Provident Mutual Will Offer Field Men 


Correspondence Course in 
Salesmanship 
The Provident Mutual home offic: 


educational department has in prepara 
tion a correspondence course in sales 
manship for its men in the field. Charles 
A. Tushingham, educational supervisor, 
is directing the work of preparing the 
course, which will be put in operation 


|some time during the summer. 
Besides serving as a training method 

to be supplemented by general agency 

training, the course and the correspo! 


means 


‘7 


dence it will entail will serve as a 

of direct contact between the field met 

| and the home office 
The Provident 

stopped with training its field 

salesmanship. It has developed 

system of direct-bv-mail ! i 


lead hunting 
that has been in effect about two vears 


Mutual has 


ld men 


also 


}and has heen of inestimable aid to the 
j}agent. The home office issues several 
| kinds of forms for use in this work 
| The forms are sent out from the var 


| ous general agencies. 
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KARL B. KORRADY GOES | 
TO CONNECTICUT GENERAL 





LEAVING MISSOURI STATE 


Appointed Chicago Manager of Hart- 

ford Company Succeeding W. W. . 
Willis—Has Extended Experience 1C¢AG 

Karl B. Korrady has been appointed aa 


— - 
anager of the Chicago branch office JAMES W. STEVENS, Founder 
of the Connecticut General Life, suc- 
eeding W. W. Willis, who resigned last 
vear because of ill health. For the past 
six and one-half years Mr. Korrady 
as been manager of the Chicago office 
the Missouri State Life. Vice-Presi- 
dent John J. Moriarity of the Missouri 


State Life is in Chicago this week, and 




































~cancerains 


The Ideal 
Agency Officer 


HE ideal agency officer is one whe knows his 

company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all) and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligentiy on all the multitude of big and petty 
problems and disputes which are forever coming up 
im an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 





KARL B, KORRADY 









here there will arrange for a success 
Mr. Korrady 







Outstanding Record 





















Mr. Korrady made an outstanding 
record with the Missouri Stat ble 
pened the first branch office for that 
company. He has built up a splend 
corps of tull-time producers and i 
racted a large volume ot business fro I 
brokers In his connection with the H 
Connecticut General it is Mr Korrady | ~ —- a R. We ay bg Sa 
ntention to cultivate and enlarge thx | "Agenep Ollcere Atsecieiion, Chlcege 
surplus and brokerage business of the | November, 1925 
mmpany in Chicago, but his attention | 
ll be centered principally upon th i 
building of a full-time organizati 


Outline of Career 


Mr Korrady has had al unusual ] 1 


surance career in that, although he is ! 
but 47 vears of age, he is actually one | ff { 
the life insurance veterans of Chi i 
cago. He has been in the business for | 
more than 33 years, and was for 27 | 
vears with the Illinois Life \ 
He began his insurance experience as | fj 


hee boy with the Illinois Life at the ! 
age of 14 when that company com 
enced business in 1893 When he lef 
he Illinois Life in 1920 he was assistant 
nanager of agencies. He has thus has | 


most thorough and varied experience 


Mr. Korrady is very popular personally | ff > S Li | 
Raat eect ee || Illinois Life Insurance Co. 
Judge Conn in New York I CHICAGO 


COLUMBUS, O.. April 6.—Judge | | r @ . 
| James W. Stevens, Founder 


Harry L. Conn, Ohio superintendent of | | 
insurance who will leave his offi 
een 15 to open privat law practice, is 4 > m 
w York this week visiting som: | G t t Ill C 
the insurance ‘companion aad losing | “ce ” — " pany 
he work of his office 





: | 1212 LAKE SHORE DRIVE 
Bankers Life Mortality 

na recent issue the mortalitv rat ° ° ‘oe 7° ° . - . 

tds Sedlens Oke ok Uanek ce ciees The Illinois Life is The Dean of the Illinois Legal Reserve Companies 


. 53 «percent his is icorrect It 





uld be 63 percent 
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HOME OFFICE..... 


HARRY L. 


DALLAS, TEXAS 


aX 


COMI MPANY} 


1 LB ik 


SEAY, President 


Over $111,000,000 Insurance in Force 


Some very desirable territory still open in its home state—TEXAS. 


Exceptional opportunity for the right n 
he Southland’s agents receive 


1an in Tennessee, Minnesota and Indiana. 


wholehearted Home Office co-operation, 


For Information Address 


CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 
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HOME OFFICE 
F. &@ M. BANK BUILDING 


Southern 





Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
have been issued on 79% of 
the applications within three 
days after reaching the home 
office. 


Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot 
President 


Tom Poynor 
Vice- President 
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MUNICIPAL TAX EXEMPTION 


Walter Stabler, comptroller of the | 
Metropolitan Life, declared recently 
that a continuation of the policy of 
municipal tax exemptions as provided 
for under the present state housing laws 
is necessary if the better housing move- 
ment is to result in any large projects 
such as the remarkable one undertaken 
several years ago by the Metropolitan 


in the borough of Queens, where the | 
company invested close to $10,000,000 in | 
erecting model homes to rent for $9 per | 


month per room. As the company de- 
manded an 8 percent return, 6 percent 
interest and 2 percent for operating 
costs and amortization, estimates were 
made which showed that 8 percent was 
reasonably certain if the buildings were 
exempt from municipal taxation. 
* ~ x 


BIG LINES ON CHILDREN 


The $1,000,000 line recently written 
here which bestowed the title of the 
world’s most heavily insured boy upon 
Frank E. Campbell, Jr., 15-year-old son 
of Frank E, Campbell, mortician-de- 
luxe, whose plant on Broadway was 
almost pulled down by _ screaming 
women fighting to enter when it housed 
the remains of handsome Rudolph Val- 
entino, drew forth several comments 
from Superintendent Beha at a, large 
agency convention held here not so 
long ago. Are $1,000,000 lines on the 


lives of children to the best interests | 


of the life insurance business, he asked. 
If life insurance is most properly sold 
to meet certain definite needs, as capa- 
ble modern life underwriters all declare, 
just what needs in this particular case 
warrant such a huge amount of protec- 
tion? In short, can an insurable in- 
terest of $1,000,000 be shown to exist 
in this case by using any set of calcu- 
lations whatsoever? 

 - 
STANDS ON AGENTS’ SHOULDERS 


Last year 43 agents of the Equitable 
Life of New York paid for $1,000,000 
or more of insurance, according to a 
recent statement of Vice-President 
Frank H. Davis, who went on to praise 
the essential work performed by agents 


in maintaining and building up the vast | 


and magnificent institution of life insur- 
ance. “The agent is the vehicle,” he 
declared, “by which the blessings and 
service of lite insurance are transported 
to the public.” Changing his figure of 
speech, he added, “Every manager 
stands on the shoulders of his agents, 
and no manager can get a far-flung 
view if he has to depend for support 
upon Tom Thumb agents.” 
* * 

BIG TRUST BUSINESS WRITTEN 

The volume of letters from agents, 
brokers and other general agents that 
continue to pour in upon the offices of 
Hart & Eubank, general agents here 
of the Aetna Life, who have just fin- 


ished conducting a remarkable free lec- | 


ture course on _ trust company 
cooperation in conjunction with the 


Guaranty Trust, would seem to indicate | 
that the life insurance trust movement | 


in this city has at last aroused sufficient 
enthusiasm to give it some of the mo- 
mentum it acquired some time ago in 
Detroit, Cleveland and other trans-Alle- 
ghany cities. 3etween $1,000,000 and 


$1,500,000 in trust cases is now being | ‘ 


written here each month, according to 


a recent estimate of Mr. Eubank, who | 


said he had definite information that 
over $600,000 of such business has been 
written and paid for as a direct result 
of the course, which began in the mid- 
dle of February. 

In fact, profiting from his own course, 
Mr. Eubank personally wrote one trust 
case for some $200,000. One broker re- 
ported that during the past month he 
succeeded in bringing three of his best 
clients into conference with trust com- 
pany officers. Now that enthusiasm for 
trust company cooperation has been 


‘AS SEEN FROM NEW YORK | 


WILLISON. 








| 2roused, the great problem remaining 
is how interested underwriters are best 

|to learn and master the technique of 
| life insurance trust work. This vital 
| problem is on the point of being solved 
| here, for the Guaranty Trust is consid- 
|ering and will probably adopt a plan 
| for an educational course in trust com- 
| pany procedure and principles to be 
offered free to a carefully selected 
| group of 75 or 100 qualified life under- 
| writers. 

| <An_ official announcement of the 
| Guaranty Trust’s plan is expected at 
| 

| 


the open forum meeting, which the 
trust company and the Hart & Eubank 
agency have scheduled for April 13 as 
the concluding feature of the present 
lecture series, in which the last speaker 
was Vice-President John A. Reynolds 
of the Union Trust of Detroit, who 
said that $40,000,000 of life insurance 
was placed last year with the seven 
| trust companies in Detroit, $15,000,000 
| of which would not have been written 
but for the life insurance trust plan. 
* a ” 


LIFE INSURANCE IN CANADA 

Life insurance in force in Canada, 
much of it written in American com- 
panies, now approximates $4,964,000,000, 
| giving an average per capita protection 
|of about $500 as against $76 in 1900, 
according to a recent official bulletin, 
| which also gave figures showing that 
| savings deposits in the Canadian banks 
last year totaled $1,372,000,000, an aver- 
age of $137, as compared with $33 in 
1900. In per capita national wealth 
|the Canadians are the third wealthiest 
people in the world, being surpassed 
|only by the United States and Great 
Britain, according to statistics given 
out by the League of Nations. The 
figures are $2,918 for this country, 
$2,459 for Great Britain, and $2,406 for 
Canada. 


* * * 
SEVEN BIG GROUP OFFICES 

The Equitable Life of New York had 
seven general agencies last year credited 
with a group insurance production of 
$5,000,000 or more. Far out in front 
was the Edward A. Woods agency of 
Pittsburgh with the huge figure of $84,- 
541,220. Second was the A. E. Patter- 
son agency of Chicago with $11,614,600 
Next in order came the agencies of Her- 
man Moss, Cleveland, with $11,496,580; 
A. M. Embrey, Kansas City, $10,340,850; 
Henry J. Powell, Cincinnati-Louisville, 
$8,358,900: Frank L. Jones, Indianap- 
olis, $5,226,660: and W. W. Klingman. 
St. Paul, $5,019,000 Four individual 
agents also pee group ne 
in excess of $5,000,000 last vear. In ad- 
| dition to » bei ing the leading personal pro- 
| ducer of the company, M. J. Donnelly 
of the E. A. Woods agency of Pitts 
burgh was the leading group producer 
with a total of $37,536,960. With a 
credit of $23,316,420 the second name on 
| the list was that of William M. Duff, 
also of the Woods agency. Third stood 
Alberts, group supervisor at 
| Chicago, with $13,452,725. while Group 
Supervisor Edwin D. White of San 

Francisco was fourth with $5,602,125. 

. 6 © 
PROTECTED HOME PLAN 

The Metropolitan Life has worked out 
|a most interesting new form of insur- 
ance, which it has called the protected 


| income plan, for the Olean Tile Com- 
| pany, Olean, N. Y. The plan will en- 
able employes to accumulate thrift funds 
at the same time they protect their 
dependents by life insurance policies 
Men employes participating in the plan 
will receive $1,000 in cash every 10 years 
so long as they remain with the com- 
pany and make their weekly deposits 
Women employes will similarly re- 
ceive $500. Instead of taking cash, em- 
ployes may leave their money with the 
company to create a monthly income 
starting at age 65 and continuing for 
(CONTINUED ON PAGE 3) 
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J. M. HOLCOMBE OPENS 
CLASSES IN CHICAGO 





SESSIONS TO RUN FOUR DAYS 





General Agents, Managers from All 
Over United States, Canada 
Attend School 


About 50 life agency managers and 
general agents met in Chicago April 5 
ior a four-day school conducted by John 
Marshall Holcombe, Jr., manager of the 
Life Insurance Sales Research Bureau. 
Mr. Holcombe is assisted by G. G. Ter- 
riberry and H. C. Ashworth of the bu- 
reau staff. 

Comparatively to the numbers of men 
working in the life held in the United 
States and Canada, ‘the Cani adian rep- 
resentation at the school is the largest. 
The Americans and Canadians went to 
Chicago for the school sessions from 
such widely separated points as Regina, 
Sask., and Birmingham, Ala.; Boston 
and Denver. Some of those attending 
have been managers or general agents 
for years and others have been ap- 
pointed recently. They represent more 
than 20 companies and are from towns 
of all sizes 

Agency Building Stressed 


At the commencement of the sessions 
it was emphasized that the job of the 
manager has received far less attention 
than had the job of soliciting agents. 
Because of this fact, it was stated that 
many men had been given the responsi- 
bility of managing an agency without 
any definite idea of what that responsi- 
bility means. The need for a manager to 
lay down definitely what he wishes to 
accomplish in the way of adding new 
men to his organization was stressed, 
and with this the danger that some man- 
agers would hire more men than they 
could properly handle. Particular em- 
phasis was laid on the need for a man- 
ager to keep a file of prospective agents 
just as many soliciting agents keep files 
of prospects for insurance. 

Among other topics, emphasis was 
put on agency meetings, training agents 
and supervising agents. On all these 
subjects much valuable information was 
produced by the bureau and by the man- 
agers in attendance. 


Wide Field to Be Covered 


The subjects to be covered wit 
greater or less thoroughness during the 
4-day sessions are duties of managers 
and general agents regarding new 
agents, district agents, policyholders, 
home office, personal efficiency, the 
office organization, and the territory. 
[he more obviously essential of these 
matters will be covered fully, and the 
others in the degree their importance 
merits as conditioned by the experience 
of the majority of those attending. 

The school is conducted informally, 
and it is the expectation of Mr. Hol- 
combe that much of value will be de- 
veloped by general discussion. 


h 


Settlement Is Made 
Dr, W. A. Rohlf, Dr. E. L. Rohli and 
J. 


Gregory were awarded 69,501 
shares in the capital stock of the Medi- 
cal Life, in satisfaction of any claims 
they may have against the defunct In- 
surance Loan & Investment Company 
of Waterloo, Ia., and its receiver, in 
a settlement approved last week at 
Waterloo by Judge E. B. Stiles in dis- 
trict court. The settlement which Re- 
ceiver George N. Garrettson was em- 
powered to make, entitles the claimants 
to any payments already made or to be 
made under a contract between the 
Medical Life and the Royal Union Life, 
which took over the Medical Life as- 
sets two years ago. Under that con- 
tract, owners of Medical Life stock 
were to receive money from premium 
payments on Medical Life policies. Dr 
W. A. Rohlf was formerly president of 
the Medical Life. 





Do You Want a General Agency 


For a Life Insurance Company? 








—Twenty-four years old; 

—With assets of over $10,000,000 and a surplus to policy- 
holders of over $1,843,000; 

—Writing both participating and non-participating policies, 
containing a liberal disability provision under which perma- 
nent disability is defined as any total disability lasting 
longer than three months. 

—Writing Salary Allotment and Monthly Premium Insur- 
ance; 

—Writing Non-Medical; 

—Writing unbeatable Juvenile policies; 

—Writing a $10.00 Automobile Accident Policy which al- 
most sells itself, thereby enabling you to break in new men 
without giving advances; 

—Giving health conservation service to life policyholders; 
—Operating an organized Training School for agents; 
—Furnishing Prospect Service to the field force; 
—Charging premiums rates that enable you to sell your 
clients policies at as low a rate as any other company in the 
business; 

—Giving a general agent’s contract with non-forfeitable life 
renewals for nine years, continuous accident and health re- 
newals, and first year commissions which are surprisingly 
liberal in view of the low premium rates and other advan- 
tages. 





EXAMPLE OF PREMIUM RATES 
Age 25 Age35 Age45 Age 55 
Ordinary Life, Endowment at 


|} * eee eae $15.70 $20.87 $30.44 $49.17 
20-Pay. Life, Endowment at 

OO} & eee rr 23.98 29.27 38.00 54.16 
Whole Life, N. P. ($5,000 mini- 

REA ee ne 15.10 19.91 28.63 45.90 
20-Pay. Life, N. P. ($5,000 

i .. cece ckheeeeke 22.53 27.40 35.95 51.38 


Ordinary Life, Participating.. 19.08 25.16 35.92 56.11 
20-Pay Life, Participating.... 27.33 33.41 43.22 60.74 











Address W-46 


c/o The National Underwriter 


NOTE: All agents of this Company know that this ad is running. 














THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
en. cc cunceenesbunbardesededecadunact Over Fifty Million 
ESE EIT eC TCE Oe ee Ty Over Six Million 
AND THAT HAS 
’ Paid Policyholders since organization. ...... i i a sh ha Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address 5S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, IIL 
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JOHN HANCOCK MUTUAL 
TELLS OF ITS CHANGES 


NEW UNDERWRITING FEATURE 


Vice-President Nason Gives Informa- 
tion as to Revision of Disability 
Clause and Rates 


Vice-President Fred E. Nason of the 
lohn Hancock Mutual tells about some 
( he underwriting changes the com- 
pany is putting into effect: 


Disability Clause 


In place of the present disability clause 
covering to age 60, with special clause 
running to age 65, the company will 
make one uniform clause carrying disa- 
bility to age 65. This clause provides: 

“hg Upon receipt of due proof of total 
and permanent disability, premiums will 
be waived and disability instalments 
equal to 1 percent of policy amount will 
be paid for each completed month from 
the commencement of disability and dur- 
ing its continuance. 

3 If proof of permanency is not con- 
elusive, but proof is presented that total 
disability has existed for at least 90 days, 
premiums will be waived and disability 
instalments will be paid for each com- 
pleted month from the commencement of 
the disability during its continuance 

New Premium Rates Shown 

New premium rates are shown in the 
following table. giving the age at issue 
and premium for disability, age 65, new 
1927 clause, for life, 20 payment life and 


) year endowment policies: 


Age Life Life Pond 
15 $2.35 $3.47 $1.75 
>- 9 87 3.82 2.10 
5 3.68 4.22 2.78 
{ 5.25 4.95 5.09 
§ 8.98 8.91 9.08 


very definite change has been made 
in the disability provision applicable to 
endowment policies The new disability 
clause will provide for instalment pay- 
ments during the life’ of the insured 
while totally disabled, even though the 
life extends beyond the date of the ma- 
turity of the policy as an endowment 
We will continue our present custom 
of dating disability payments back to the 
date of commencement of disability, and 
beginning instalment payments at the 
end of the first completed month of disa- 
! ty The new clause to be in effect 
M 1, 1927 


Aviators Will Be Accepted 


lp to this time the company has not 
epted persons whose applications 


show that they are habitually accus- 
tomed to use aeroplanes as a means of 
transportation for business or pleasure 
purposes An extended investigation of 
the hazards of aviation has been under- 
by sever: of the companies, but 
nvestigation so far as it has been 
ompleted has ot enabled us to estab- 
ha dependable determining extra mor- 
lity cost The number of persons en- 
gaged in air pursuits is rapidly increas- 
ng. however, and they desire insurance 
protectior We have determined, there- 
fore, to accept me of these cases at 
ist on an extr premium basis 
fon the bas f a $10 extra premium 


ill accent persons connected 


th the aircraft industry, except testers 
‘ their helper persons who fre- 
ent travel the eroplane for bus 
purposes ee men who spend a 
, n nurmbe f hours n ti iir as 
f their tect or allied military 
ne ndoy bers of the reser, 
Thee training r ind reg r army 
ly aviator 
doubtful ¢ +) prem ¥ « iff 
t t er he hazards of operators 
gagced the neer traffi or r 
rma ] whe e obliged to 
ler r ‘ lit uw of 
he We } therefore. 1 if 
emiu ged on su per ' 
re , of ir ir y ‘ 
} d ble ndemnit her 
al , ed « ‘ es taken at ' 
xt prer The " nt of ml 
rar that ™ } taker will b 
‘ r ed d general limit 
f 3 " be t for the tin betng 
t r A erve to Z@ ‘ is start 
a’ h to? a future acetior 
We have occasionally pproved the 
‘ of nol ee or the lives of ann! 
te hetweer ges ten and fourteen in 
ordinar branch under definite re- 
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DEMAND IS MADE FOR 
BIG BOND IN LAWSUIT 
POLICYHOLDERS FILE MOTION 


Asks Supreme Court to Require $850,000 
Security in North American 
National Case 


LINCOLN, NEB., April 6.—J. M. 
Priest, attorney for John P. Leininger, 
has filed a motion in the supreme court 
asking that the North American Na- 
tional Life be ordered to put up a bond 
of $850,000 in order that the interests 
of the policyholders who secured a judg- 
ment setting aside the transformation 
from a mutual into an old line company, 
in district court, be fully protected. He 
asks also that the case be set for a 
speedy hearing, and in that case he is 
willing that a smaller sum be required 
as a bond. 

In an affidavit in support of the mo- 
tion Mr. Priest says that the $25,000 
bond is insufficient in view of the fact 
that there is a surplus of $191,000 that 
the mutual policyholders claim. He 
charges that the company has been dis- 
posing of its holdings in Nebraska, and 
has charged off $28,497 for losses in- 
curred thereon. 

Are Using the Money 


He says that through the Nashville 
bank controlled by the Caldwell inter- 
ests that own the insurance company, 
part of the money is being used for spec- 
ulative purposes, citing the purchase of 
$200,000 of hotel and office building cor- 
poration bonds as proof. He says that 
the money is being used for the benefit 
of those in possession of it and not for 
the policyholders, contending that these 
bonds are assets that are not admitted 
in Nebraska 

Mr. Priest says that the company has 
paid $8,000 expenses of the lawsuit so 
far, including fees to experts who testi- 
fed, W. W. Young getting $1,010, F. M. 
Soeakman $1,946 and J. H. Washburn 
$1.681. He charges that as the result of 
the transfers and lapses the company 
has lost $3,700,000 during the vear in 
business volume, and that by the acts 
of the agents of the company in recon- 
changing, transferring and 
twisting of policies the company has had 
to charge off $174,382 the last vear out 
of reserves to the detriment of policv- 
holders. The assets now in Nashville 
ire illeged to be of the value. of 
$2,254,421 


verting, 


strictions and in especially desirable 
cases 

The argument that little insurable In- 
terest exists on the part of the parent or 
guardian on the life of a boy 10 to 14 
years of age is generally unanswerable, 
as it is quite unusual to find a case 
where the parent or guardian would 
suffer material pecuniary loss from the 
death of such a young person. 

If. therefore, we are to be governed 
entirely by this consideration we should 
not issue policies on such risks. There 
* another side to the matter, however, 
which has been apparently accepted by 
other companies that are generally writ- 
ine such risks, namely that it is an ex- 
cellent thing for a boy to have an in- 
surance program started early in life at 

younger age that will give him per- 
haps endowment Insurance which will 
mature at a time when he is ready to 
tart out in to the world, or that will 
enable him to assume on his own account 

ontinuation of premium payments on 

ubstantial amount of insurance pur- 

ased at a low rate, when he has 
reached the age in life that will permit 
the assumption of such obligations 

If the business is carefully selected 


d conditions indicate that no element 
of peculation enters into the writing 
of such cases and if the insurance is 
taker out by the parent or guardian 


wholly with the Intention of providing 
n endowment fund for specific purposes 
or providing for the Inauguration of an 
irance program which will he of 
slue to the Insured at a later period in 
life. such cases can probably be safely 
ccepted It is not enough that other 





ompanies are writing such cases, unless 





REAL RECORD IS MADE 
IN A DAY’S CANVASS 


W. C. CARROLL’S FINE WORK 


Philadelphia Agent of the Travelers In- 
terviewed 42 Prospects and Closed 
That Many Applications 


PHILADELPHIA, April 7.—A 
world’s record for 100 percent efficiency 
in a single day's solicitation is believed 
to have been established last week by 
William C. Carroll, agent for the Trav- 
elers in this city, who in one day in- 
terviewed 42 prospects and at 5 o'clock 
that evening turned in the same number 
of signed applications for insurance to- 














WILLIAM C, CARROLL 


taling $432,500, an average of more than 
$10,000 per applicant. So far as known 
Mr. Carroll’s feat not only broke the 
record for sales per interview and aver 
age size of policy sold in any one day's 
work, but also established a new high 
water mark in the matter of obtaining 
prepayments, for each of the 42 appli- 
cations was accompanied by a _ check 
covering the initial premium. 

Since first joining the Travelers in 
1924 Mr. Carroll has had a steady and 
rapid rise, having been one of the star 
producers invited to address the recent 
sales congress held by the Philadelphia 
Life Underwriters Association. 


we do take every possible precaution to 
avoid any chance of over insurance for 
mercenary purposes, or speculative in- 
surance The writing of insurance on 
these young lives may be desirable if 
proper precautions are observed and 
proper methods pursued in the accept- 
ance of such cases. 

We now make a general announcement 


of our program on such cases The 
maximum amounts permitted will be as 
f-llows: Ages 10 and 11, $10,000; Ages 


12, 13 and 14, $20,000 

The minimum amount that will be is- 
sued at these ages will be $3,000. Com- 
plete medical examination will be re- 
quired on every case No term or modi- 
fied life policies will be written at the 
above ages 


Lead Equitable of Iowa 


Hoey Ellison & Wendt 
agents in New York City for the Equit 
able Life or lowa, led all the agencies 
of the company for March with a total 
$656,000 Last 
month the company as a whole had 
naid-for business of $10,042,500. a gain 


general 


paid-for business. of 


ot more than $76,800 over March last 


Vear . 


The committee on blanks of the in- 
surance commissioners’ convention held 
a meeting at New York this week to 
consider changes to be submitted to the 
executive committee at the Richmond 


meeting May 2 
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RUSSELL AGENCY HAS 
ENTHUSIASTIC RALLY 


PACIFIC MUTUAL CELEBRATES 


Company Holds Convention at Home 
Office to Mark Twentieth 
Anniversary 


LOS ANGELES, April 6—With at 
tendance approximating 250 the conven- 
tion held April 4 and 5 celebrating the 
twentieth anniversary of the home of- 
fice agency oi the Pacific Mutual, under 
management of John Newton Russell 
was the most enthusiastic and success- 
ful meeting in history of the agency. 

President Cochran delivered _ brie 
greetings at opening of the sales session 
at which John Henry Russell presided. 
Other speakers were John B. Duryea on 
developing an interview and Felix M. 
Locher on selling the farmer. George 
Logan Price told how one policyholder 
views his life insurance. The Monday 
session concluded with a banquet to the 
agents and their wives at which attend- 
ance numbered 400. John Newton Rus- 
sell was toastmaster. 





Agency Growth Reviewed 


The speakers program opened with 
congratulatory remarks by President 
Cochran, who reviewed the growth of 
the agency from approximately $2,000, 
000 annual paid production in 1907 to a 
goal of $25,000,000 paid for 1927. 

The address of Charles F. Stern, presi- 
dent of the Pacific Southwest Trust & 
Savings bank, covered an outline of the 
company’s progress in the local field 
and forecast what may be expected ir 
1940. In population, wealth and volume 
of life insurance sold. Dr. Rufus B 
Von Kleinsmid, president of the Uni 
versity of Southern California, spoke on 
stabilizing factors in social economy 
Felix M. Locher, a leading producer of 
the company, gave an interesting travel- 
ogue of European scenes. The pro 
gram concluded with a talk on the field 
by Edward E. Henderson, an agency 
leader. 


Rules of Conduct Is Subject 


John B. Duryea’s address on Rules 
of Conduct for Life Underwriters was a 
feature of the Tuesday morning session 
The remainder of the program was pre 
sented by star salesmen of the agency, 
led by Frank Walker, who, without pre- 
vious experience, paid for $92,000 in 
February and March with no _ policy 
over $5,000. The convention concluded 
with an address, “The Man Ahead,” by 
Geoffrey Morgan, well known lecture 
and brother of Laurence Morgan, head 
of the company’s policy department 


Life Legislation in 1926 


Although 1926 was a so-called “off” 
vear in the number of state legislative 
sessions held, 43 new laws affecting life 
insurance companies were enacted, ac- 
cording to the “Life Insurance Laws of 
1926," recently issued by the Associa 
tion of Life Insurance Presidents to its 


member companies Three statutes 
affecting the companies were also en 
acted by Congress In Canada 14 


measures were put on the statute books 
The association’s publication of new 
laws, including the complete 1926 fed 
eral revenue act, makes a volume o 
"2? paves 

Qf the nine state legislatures in regu 
lar session last vear, all except one en 
acted laws affecting life insurance. Tn 
ddition, nine special sessions were held 
by other states. In none of them was 
anv lewislation affecting life insurance: 
enacted Of the 10 regular sessions 
held in Canada, all except three passed 
laws on the subject of life insurance 


Taylor Back from Florida 


W. BR. Taylor, president of the North 
American Life of Canada, has recently 
returned from Florida, where he has 
been spending a short vacation. 
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METROPOLITAN FIRST IN NEW BUSINESS 
IN 1926—PRUDENTIAL STANDS SECOND 


IMPARISON of 1926 figures under | 
e new business of the hte compamies 

showing not less than $50,000,000 of 
rance in force reveals that the 
ropolitan rates first with $2,480,841,- 
782. The Prudential is second, with $2,- 
003,158,200 of new business, and the 
Equitable of New York is third, with 
$1,026,107,509. The Metropolitan shows 
a gain in new (‘bussiness over 1925 of 
$94,965,707. The following, ordered al- 
habetically by companies, are the new 
usiness figures for 1926 








New 


\etna 
American Central 
American Life ... 
American Life, Tex 
American Nat'l 
\tlantik ase 
Baltimore Life 21 
Bankers, Iowa .... : 149,073, 
B 3 

B 


ankers, Neb. .. 

ankers Reserve 
Berkshire 
Pe Me. ossceas 
California State 
CABOGR ccccoccses 


‘ 
Congres, Ts «<cces 
(‘“entral States, Mo 
CORES . weuweases 
Columbian Nat’l 
Columbus Mut. 
Commonwealth .. 
Cenn, General ..... 
Ce Ee wanseos 
(entinental, Il, .... 
<‘ontinental Amer, . 
Continental, Mo. .. 
Crown Life, Can 
SPOCTOEE cccecce 
Equitable, Ia. .. 
Equitable, N. Y¥.. 
hureka-Maryland 


Franklin ...... ‘ 
Gt. Southern, Tex.. 
co ff, ae 
(juardian of Am.... 
Home, N. Y 

Home Life of Am.... 
eae 
Indianapolis 
International 
Inter-Southern .. 
jefferson Standard 
John Hancock 





25,954, 
15,091, 
48,235, 
17,844,36 
66,852, 
$97,000,902 





SEPARATE ACTION IS BEGUN 


Nebraska Policyholders of Bankers Life 
Want Assessment Spread Over 
the Entire Membership 


LINCOLN, NEB., April 6.—After 
further investigation the attorneys re- 
tained by some 3,000 old certificate hold- 
ers of the Bankers Life of lowa, decided 

begin a separate action in the courts 

ere against the company, and suit was 
led by the committee of seven selected 
© act for the entire group, at Des 
Moines today. 
Che suit brought by the Iowa policy- 
olders was in the nature of an account- 
ng of the moneys originally in the re 
serve fund behind the class ot 
rst issued, and the Nebraskans decided 
it meant drawing out the litigation to 
indeterminable length herefore, 

eir action is grounded on misrepresen 
tation, and asks that the levy described 
ide separately upon the old members 
pav death losses in their class he 
incelled and its enforcement perma 
ntlv enjoined, and that the company 
th 


policies 


ordered to levy assessments on ‘ 


ntire members! ip for the pavment of 
ith losses in proportion to their re 
tired contribution to the guaranty fund 
l alleged 1s that they 


The deception 


ere told in a circular letter after the 
st amendment of articles of incorpora 


m that the change in plan did not 
lace them ina class by themselves. that 
increase in assessments would be 
necessary, and not to worry, that their 


nsurance was good. Thev claim they 
lied on the statements, the letter being 
ened hy the president, and had no no 

or knowledge to the contrary until 


e receipt on Jan, 1, 1927, of notice of 


| Ohio State 


Kansas City 
Lamar ae ~ 
Life & Cas., T 
Life Ins. Co. of Va 
Lincoln Nat'l 
Manhattan ...... 
Manufacturers 
Mass. Mutual ° s 
Merchants ...... 10,013,966 
Metropolitan »,480,841,782 
Michigan Mut 21,609,648 
Midland Mut. ....... 15,866,496 
Minnesota Mut. . 27,877,469 
Missouri State 138,910,907 
Mutual Benefit 244,059,405 
Mutual, Balto. 87,268,153 
PSE, De Besess 
Mutual Trust 


Nat'l Life & Acci 


No. American, Cat 
No. American, Il 
Northern, Wash. 
Northwestern 3,363,085 


23,658,160 
Ses : 34 

Northwestern Nat'l 44,587,709 
1 
1 





Occidental ae* 5,951,609 
Ohio National .. 3,420,910 
15,366,814 













Old Line ....... 16,114,674 
Pacific Mut . 91,872, 3 
Pan American .. ‘ 32.85 
Penn Mutual 213,2 
,. =e 35, 
Philadelphia 13,125,818 


76,746,676 


Phoenix Mut 


Pilot TACO ..cccces 23,967,067 
Provident Mut. 105,483,763 
Prudential .... 2,003,158,200 


80,998,656 


24,197,410 


Public Savings 
Reinsurance .. 
Reliance awe 70,213,845 
Reserve Loan ... 19,445,606 
Royal Union Life 11,238,915 
Security, Tl, . . 236 
Security Mut., N. Y 
Shenandoah ... 
Southern States 
Southland ....... 
Southwestern 

State Life, Ind 
State Mut eT 
Sun Life of Amer 
Sun Life of Can. 282,388,564 


TEAVGISTD ccccce : 740,280,615 
Union Central . . 186,424,95 
Union Mut. .... —e< 6,883, 
United Life & Acci.. 13,268,7 
Volunteer State ...... 17,2 
West Coast ‘ 25,5 





Western & Southern 
Western States .. oe 
Western Union . - 17 


an assessment three and a hali 
the amount they had been paying 


Agents Hold Convention 
Approximately 60 Connecticut re] 
sentatives of the New England Mutual 


and their wives were in Hartford April 


epre 


as guests of General Agent George | 
Hunt to attend a one-day convention 
rh harl 

lins, assistant superintendent of agencies 
in the 
Boston, w 
the home oftce Vhe 
Hartford agency d 


« rst speaker was Charies Co 


home ofhce of the company 





ho extended greetings 
} } 


business 





acted by the 





the months of Januar February 
March of this year exceeds the 1 
ior the same period in 1926 by more 


than 60 percent, the speaker said 
Among other speakers at the mect- 

J ites \\V Kui xX yice-pres 

trustee of the First National 


Ine were 


dent and 


bank, who spoke on “Life Insurance 
Irusts:’ George Houghton, supervis 
of the Connecticut agency; Karl R 


Stremlau, cashier, and Dr. George |! 


Pucker 
Judea Life Licensed 


Superintendent Beha this week issued 


a certificate to do business in New York 





o the Judea Life, a subsid 7 4 the 
Judea Insurance Company of Palestine 
and the Judea Industrial Corporation 
all three concerns being wa ‘ s 
tormed in the past vear by i er 
leaders of the Zionist vem l 
Judea Life plans to write a full line « 
policies on the ordinary, h 1 pay- 
ment and endowment basis. Announce 
ment is expected soon about the type 


é ype of! the organization through 
which the company will operate in so 


iting business in the f 
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You may believe there is nothing 
new under the sun, but after con- 
sidering our General Agency 
proposition you may not be so 
sure about it. 


HE Gem City Life was or- 
ganized in 1911. For over 
16 years the company has 
had a steady and satisfactory 
growth. Old enough to have se- 


cured valuable underwriting ex- 
perience— big enough to have 
financial stability—young enough 


to have high ideals and great am- 
bition, and small enough to be 
able to maintain a personal con- 
tact with its agents. The Gem 
City Life is an ideal organization 
in which you will find all the 
good things you have been seeking 
in a company. 


General Agency Openings in 
West Virginia, Georgia, Ala- 
bama, Louisiana, S. E. Ohio 





The GEM CITY LIFE 


INSURANCE COMPANY 


Dayton - - 





Ohio 
I. A. MORRISETT, Vice-President 


THE 


MIDLAND 


SQUARE DEAL 


A 


WITH A 
STRONG 


PROGRESSIVE 


LIF 


COMPANY 


C 
O 
M 
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INSURANCE 


Columbus, 


Ohio 
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Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 





Be 


The Provident has worked 
out a practical plan by which 
the Home Office, through 
an Educational Supervisor, is 
assisting in the development 
of new agents. 











AMERICAN LIFE 
REINSURANCE CO. 








OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 


Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








BERT H. ZAHNER 


MORTON BIGGER 
Chicago Manager 


Secretary 
A. C. BIGGER 
President 
MARLIN OATES 
Actuary 


Cc. W. SIMPSON 
Medical Director 











ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 








A progressive up-to-date company with a program of 
growth. 





expansion and 
All Texas is our field. 








‘The Fast Growing Company of the Southwest’ 
San Antonio, Texas 








ELEMENT OF TIME AND PRIDE OF 
ACCOMPLISHMENT IN LIFE SELLING 








NEW YORK, April 7.—Donald C. 
Keane, a rare combination of salesman 
and organizer, spoke on the element 
of time and the pride of accomplish- 
ment in an inspiring address delivered 
here before the John C. McNamara 
Organization of the Guardian Life. Not 
only has Mr. Keane been in the mil- 
lionaire class of personal producers for 
many years, but he is also a member of 
the Keane-Patterson agency here of the 
Massachusetts Mutual, which now in its 
second year is producing more than 
$1,000,000 per month. 


Comments on Time 


“*Time’—that is a word that has 
always meant a great deal to me,” he 
said. “Most of us know of the sales 
talk based on time. It is the talk I 
use today and have used for several 
years. But it is a different talk than 
the one I started with when the idea 
was first given to me—for the simple 
reason that much time has elapsed since 
then. Time in which I have had the 
opportunity to try out the sales talk, 
first in one way and then in another— 
time to make mistakes and time to profit 
by them—time to develop a sales talk 
that gets over. It takes time to rectify 
the mistakes we make in our early bus- 
iness career and it takes time, after we 
have once developed judgment and abil- 
ity, to cash in on the opportunity we 
have created. 


Opportunity of the Prospect 


“Now we come to the word ‘oppor- 
tunity.’ We say to the prospect, ‘Hav- 
ing the ability and the opportunity, you 
are now earning about $25,000 a year. 
Project your mind 15 years into the 
frture. Your earnings in that time will 
aggregate about $300,000, That is the 
amount of money you will receive if, and 
only if, providence sees fit to give you 
time. If you live, you make the money. 
But if you don’t, you lose the oppor- 
tunity and your family loses $300,000.’ 

“If you will bear with me, I am 
perfectly willing to give you the sales 
talk I use in canvassing. Let me say 
here that I have no fault to find with 





| tell you. 


shrinkage and the maximum of interest 
return.’ 


Gets Policies for Analysis 


“I either get the man’s policies then 
ior analysis or I’m through. That may 
be what you call the one interview 
man. Ifa man says ‘No, I am not inte: 
ested,’ 1 am not done. Answers to ob- 
jections are our biggest stock in trade. 
In reality I sell a man the idea of con- 
structive suggestion, or he sells me the 
idea that he does not want to listen 
to what I have to say. 

“Assume I have the policies:—I c& 
not beat it back to the office and the 
next day go down with the analysis, 
but I tell that man that I will call him 
in about a week, after I have the analv- 
sis made and recommendations prepared. 
I want to give him a week to let him 
think I am working on his proposition. 
Let him believe it is not simple, even 
though it sometimes is. Now I am 
back. I go over the analysis with him 
I put no recommendations on paper. 
Assume that the man is 45. I ask him 
when he went to work. It may be 
18 or it may be 21. Let us say 18 
‘How much were you making on your 
first job?’ ‘$12.00 a week.’ ‘And may 
I ask what you were making at 25?’ 
‘$110 a month.’ ‘And at 30?’ ‘$8, 000 a 
year.’ ‘At 35.’ ‘$12,000 a year.” Now, 
I am getting close to the time of the 
present and I do not want to pusl 
this man too hard. 


Gets at the Income 


“I may ask approximately what he 
was making at age 40. As a rule they'll 
They are interested in know- 
ing what you are getting at. Then, the 
man is making $20,000 a year at 40. | 
stop here and get an idea as to what he 
made last year. If the man balks, you 
don't have to say to him ‘How much 
money do you make?’ If you find out from 
a man what percentage of his income 
he saves, what percentage of his income 
he devotes to life insurance and whether 
it is twenty payment or straight life 


|and when he got it, you know almost 


the ‘one-interview’ man—the more power | 


to him. 
view’ man sells smaller policies and has 
less production at the end of a year 
than the ‘two interview’ man. I hope 
to demonstrate this point in the course 
of my remarks. My introduction to a 
prospect is this: 


How Introduction Is Made 


“‘Mr. Jones, my name is Donald 
Keane. My business is life insurance 
but not, I think, in the way you under- 
stand it. My experience has been that 
most successful men are interested pri- 
marily in their own businesses, in their 
own problems. They all carry insur- 
ance, life insurance bought from day 
to day, from different agents, at differ- 
ent times, in different companies, on 
different plans, with no definite idea of 
what that insurance will accomplish 
when they die. You have, Mr. Jones, a 
plan of life, whether you admit it or 
not. Your business is operated by a 
plan, your home life goes on a plan. 
My thought is to offer to you con- 
structive suggestion whereby you will 
have a plan for your life insurance. Not 
that you may want to buy more insur- 
ance now, not that you may want to 
buy life insurance for five years, but 
that my plan as outlined will show you 
the way to go and what to do. I pro- 
pose to arrange your life insurance in 
such a manner that you will have full 
knowledge of the policies that you are 
now carrying and when you die, your 
life insurance will accomplish the things 
for which you have purchased it. In 
this way, your life insurance estate will 
function as a separate unit rather than 
two distinct factors. Your estate will 


then function with the minimum of 


But I do believe the ‘one-inter- | 





to a red nickel what he is making now 
The man says, ‘I am putting 10 per 
cent of my earnings in life insurance. 
Then I say ‘What percentage do you 
save?’ He saves 25 per cent. ‘What 
cid you say you were carrying?’ ‘I 
am carrying $100,000 ordinary life.’ 
‘How long ago did you buy it?” ‘Ten 


; years ago.’ I know that 10 per cent 


of his income goes into life insurance 
It would mean that he pays out about 
$36,000 for life insurance. Ten times 
$3,600 is $36,000. 


Men Profit by Mistakes 


“TI ask the man if he thinks he was 
just lucky and of course he thinks he 
wasn't. ‘I presume, Mr. Jones, that you 
have made mistakes in your life and I 
know you have profited by them. Most 
successful men are much alike. As time 
goes on, they make mistakes, as time 
goes on, they have various experiences 
Profiting by their mistakes as they grow 
older, they develop judgment and judg- 
ment is an important part of ability. 
Did you go to sleep some bright star- 
lit night and wake up to find that your 
income had increased from $20,000 to 
$30,000? Then why this increase? Be- 
cause you developed greater judgment 
and ability to cash in on opportunity. 
Now, Mr. Jones, I want to tell you 
something about yourself. You are 45 
years old. For 27 years you have 
worked and slaved to create the neces 
sary essentials of your ability. 


Time Factor Is Lacking 


“Unquestionably you will build up a 
large estate because your income is ag 
ing to increase if, and only if, you have 
one factor—ability I admit—judgment | 
admit—but the time factor is lacking 
Take this building we are in. Assume 


| 
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~ 
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is worth $500,000. If it were 
enly given to you, what is the 
thing you would do? Call up your gen- 
eral insurance broker and get coverage 
Do you realize that insurance companies 
re merely large institutions that agree 
a certain premium to provide a re- 
placement value of any article or thing?’ 
“‘Well, Mr. Jones, I cannot give you 
is building, but I say to you that 
you represent just as tangible a struc- 
ture as the building that we are now 
the only difference being that there 
s no way in which you can be replaced, 
it for a small investment or deposit 
every year, we can agree to underwrite 
a certain proportion of your economic 
potential value, projected into the fu 
ire for fifteen years.’ 


What Can Be Guaranteed 








‘That is practically all of my talk, 
it there is one thing that I left out 
at is very vital. When I get down 
the point where I say ‘Time is the 

ctor that is lacking,’ I say ‘If I had 
mnipotent power, if I were providence 
nd it I came to you and said ‘I am 
writing your name down in the book 
vou will live and enjoy good health 
15 years would you give me any 
ing for that guaranty?’ And the man 
says ‘Yes.’ ‘All right, we are not prov 
lential, but we can guarantee'a man 
or a time a certain proportion of the 
mount that he would have earned, if 
he fails to live.’ 

Much Time Is Lost 


r 


What about our time? Yours and 
Vine Now compared to the expanse 
time, we live for but a fleeting mo- 
ment. Some bright fellow said that 
ompared to the age of the earth, man 
lives but an hour. If that be true, we 
have 60 minutes, 20 to sleep, 20 to play 
ind 20 to work. The average life man, 
g or little, utilizes about five minutes 
of the time in working that he should 
ise of a total 20 and don’t forget this 
fellows. ‘Given a cask of wine and a 
isk of water, the water pure and the 
wine of old vintage and perfect, if you 
tilute with just a little wine, the water 
loses the taste that we expect water 
have It is not good water It 
oes not taste good. If you take this 
wine and dilute it with water, you have 
iled the flavor of your wine.” Few 
en in the life insurance business real- 
that the harder they work, the bet- 
ter they play, and that the men who 
vet the greatest reaction and the greatest 
ick at play are the men who work the 
irdest. You and I think that because 
ve are million dollar writers, that we 
are beyond the pale. You and I think 
hat nobody should have the nerve to 
ake suggestions to us about what we 
should do and how we do it, because 
e are million dollar producers. 
Takes Time to Produce Stars 


“It has taken time to make the stars 

this business and you will find if 
ou care to look into the office or the 
home of the star, that he is a man who 
has been working not one-third of his 
day, and by day I mean twenty-four 
hours, but possibly over a half of his 
lay. He has taken time to produce this 
mount, time for them to produce this 
lime is the big factor in every man’s 
ife. It takes years of experience to 
develop that artistic touch, that selling 
technique that paints a picture to a pros 
pect that is irresistible. Why is it that 
juite often we look around and see gray 
hearded men who are writing a million 
lollars of life insurance every year, in 
the afternoon and evening of their life? 
It is because for years back they have 
taken time and given time to build up 


heir selling plans in order that they may | 


produce a million a year in the time that 
s left. We are all wasters of that time. 
We should all plan our day’s work, so 
hat the work that we have, we do. 
We should interview the men that we 
have been promising ourselves to see. 
If we will take the time to plan a sales 
presentation that we plan to do but 
never do, we would make sales beyond 
ur wildest dreams. 

“What has made the biggest producers 
n this business? Time and experience, 


j how 
| prospects think you are. It is not how 


}we study a 


| determine 


was 
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| of course, but it has not been, I believe 


the lure of gold, beyond a certain point 


|}—a man produces in this business be 
| cause he 


has a pride in being a big 


producer. The man who proved that 
the world was round probably died a 
pauper rhe doctors who have added 


twenty years to the life of a man have 
done it because they were scientifically 
interested and wanted to improve on 
what had gone before. Insul, the man 
who invented insulin, did not hoard his 
discovery. He gave it to the world for 
nothing, although it has been estimated 
that that discovery alone is worth a mil- 
lion dollars. Henry Ford never con- 
ceived when he went to work to build 


'the lowly flivver that he would be the 


world’s richest man. It was his idea 
to build a car for pleasure or business 
purposes that was within the reach ot 
the laborer His was the idea to ac 
complish. His was the pride of accom 
plishment 


Take Pride in Achievement 


“Your captains of industry, your mul 


ti-millionaires, they don't value their 
wealth so much, they have more than 
they know what to do with Pheir 
adulation comes from the pride that 
they have in thinking what they are 


and the awe with which the world looks 
at their accomplishments. What do you 
think Rill Tilden gets the biggest kick 
out of? The money that he gets at the 
matches, or the pride that lh 
being the champion? Fellows, it is not 
good you are, but how good your 


gets in 


much you know, but how much your 
prospects believe you know Che more 
talk, the more pr 
its delivery, the 


sales 


ficient we become in 


quicker we get sold on it. We are all 
actors and the firmer we are sold the 


greater contracts we get 
Salesman Must Be Prepared 


“The difference betwen making a sale 
and getting a contract is very big It 
is impossible to estimate the amount 
ot lite insurance that is sold in the 
course of a year on which a 
is never gotten. We hear muillions ot 
words and hours of talk on persistence 
Persistence is the one attribute for a 
life insurance salesman to develop. Ther 
is no use in being persistent unless you 
have got something to say and you 
don’t have much to say unless you pre- 
pare yourself Tell him 
doesn't know and offer him suggestions 
that are valuable You don’t get any 
thing for nothing. You have got to 
take what you can and you cannot sell 


contract 


something he 


life insurance without giving a man 
something instructive. I had some 
things that I wanted to tell about per- 
sistency and resourcefulness. I will tell 


Experience Is Cited 


“I went to see a client who was in 
a receptive frame of mind. He was in 
ahurry. I thought he needed corporation 


| insurance and told him so and had him 


examined for $100,000. Today I went 
back to deliver the policy. He greeted 
me in none too pleasant a manner and 


told me that he had gone over this 
and decided not to take it. I said, 
‘Well, you probably have very good 


reasons for that, Mr. Smith, and | am 
not going to attempt to analyze them 
and argue them with you, but before I 
go, may I ask just one question?’ Now 
said that I was thinking fast to 
a question that would throw 
a monkey wrench in his decision. I 
asked him that question, that did not 
get anywhere. He said, ‘In five minutes I 
have to leave to go to the dentist. Just 
send that policy back.’ I said, ‘I am 
going down that way,’ and at the front 
door I had another one for him. This 
38th street and he walked up to 
Fifth avenue. I said, ‘I will walk up to 
the corner with you.’ At the corner of 
Fifth avenue, I started in again It 
was my only chance. He said, ‘No, I 
am not going to buy that life insurance.’ 
I walked with him to between 34th 
and 35th street and I stopped at the 
entrance to the building and he said, 


as I 





Gain in Insurance in Force 1926 
over $22,000,000—10 per cent 
An increase over the 1925 gain of | 
over $$,000,000—30 per cent 
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Northwestern National 
Helps tts Agents to 
Solve the Lapse 
Problem 


apy plan of 
elping general . 
agents and agents to 
keep business on the books, | 
which was put in effect in | 
1926, enabled them to fe- | 
duce the lapse rate on first | 
year business 10 points in 
1926 as compared with | 


1925. 





This means many dollars 
to agents of this 
company 
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F. T. ANDREWS, Med. Dir. 








GLOBE MUTUAL LIFE 
INSURANCE COMPANY 


CHICAGO T. F. BARRY, 


laws of Illinois 1895 Founder 


19,PER CENT NET AVERAGE GAIN FOR 1926 in all branches 


THIS IS MADE POSSIBLE ONLY BY THE UNEXCELLED 
SERVICE THE GLOBE GIVES TO ITS POLICYHOLDERS 
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Connecticut General News 
Hartford, Conn. 








He’s Ready for More Insurance 


An Accident policyholder who had re- 
ceived $1,100 in benefits writes: 


“Tt is with mingled feelings of satis- 
faction and regret that I announce ter- 
mination of disability. 


“What concerns me most is what fu- 
ture coverage you can give me. Your 
generous treatment makes me wish to 
continue. I am having copies of our 
correspondence sent to my friends.” 


As a good will and new business 
builder, as well as for its own sake, a 
sizable Accident insurance account is 
worth developing. Connecticut General 
Life Insurance Company, Hartford, Conn. 











ARE YOU READY FOR ADVANCEMENT? 


HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU WOULD OWN 
YOUR OWN BUSINESS? HAVE YOU HAD THE AMBITION TO DO LARGER 
THINGS? WHY NOT CAPITALIZE YOUR ABILITY AND EXPERIENCE TO 
YOUR OWN ADVANCEMENT? BUILD YOUR OWN GENERAL AGENCY IN 
YOUR OWN CITY WHERE YOU ARE KNOWN. WHY NOT HAVE THE 
LARGER COMMISSIONS AND LONGER RENEWALS AND OVERWRITING 
COMMISSIONS ON THE PRODUCTION OF MEN YOU APPOINT. 


WE HAVE SPLENDID GENERAL AGENCY OPENINGS IN MICHIGAN, ILLI- 
NOIS, OHIO, IOWA, MISSOURI, PENNSYLVANIA AND NEW JERSEY. IF 
WE HAVE NO AGENCY IN YOUR VICINITY, WRITE TO US. 


WE OFFER YOU VERY DISTINCT ADVANTAGES 


Splendid General Agency Contract, long term renewals. ~~ 

All standard forms of policies, both participating and non-participating. 

Liberal disability benefits. eae ; 

Guaranteed Premium Reduction Coupons, beginning at end of first year, with further 

cash dividends each year after the second, making very low net cost. : 
Confidental communication is invited if you have a clean record and the ability to write 
insurance yourself and to develop a General Agency. You know your own ability and 
your own limitations. Can you measure up? Can you make this the turning point 
in your life, the door to the larger opportunity and larger income of which you have 


dreamed? 
GIRARD LIFE INSURANCE COMPANY 


Opposite Independence Hall 
PHILADELPHIA, PA. 











You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction in 
life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 7@. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


3% NASSAU STREET NEW YORK, N. Y. 














‘Well I will never be able to keep this 


appointment, if I don’t take this.’ 
Two Factors in a Sale 


“I have got to do two things. I have 
got to offer constructive ideas and get 


| him in a receptive frame of mind and 


not let him know that I am driving on 
the head of a sale. Noel Hanks wrote 
‘The Selling Process.’ I do not know 
how many of you ever read the book. 
He devotes quite a lot of time and a 
number of pages to the question of 
‘When do we begin selling?’ Now I 
want to know why it is that some people 
think that life insurance and the life 
insurance business is God’s greatest gilt 
to us and that all we have to do is to 
round up a few stock ideas, offer them 
to the public and after that we get del- 
uged with orders. I want to illustrate 
my point this way. The man who has 
just completed what is said to be one 
of the most beautiful and one of the 


| most perfect and the largest motion pic- 


ture house in this country may be as- 
sumed by some to be lucky. I do not 
know him, but I am impressed with 
some things that I have heard of him. 
Puts Oneself in His Work 

“I believe that he carried every stick 
and stone to the site. I believe that he 
placed every brick and drove home every 
red hot rivet. Roxy saw himself for 
vears in that building before the ground 
was ever broken. The man who built 


the bridge connecting New Jersey and | 
Pennsylvania crossed that giant tram- | 


way 100 times before there was ever 
a log put in the foundation. This means 
a lot to me. The reason I say this ts 
J cannot give you selling ideas that 
you can utilize tomorrow. We have got 
to think. It takes time for men to cre- 
ate. Man must dream and have a vision 
and see perfectly his creation beiore he 
ever scratches a pen. I have seen Clay 
Hamlin have an appointment for a week 
ahead tor an interview. I have seen 
him in that week work on his plans for 
his interview and then stay up until 2 
o'clock the night before thinking and 
probably making just two or three notes 
in that whole period of time, but how 
many times has he smiled in telling me 
after the sale ‘that one idea I thought 
of at such and such a time put the sale 


across.’ The difference between think- | 


ling and not thinking is represented by 


the difference between a $300,000 man 
and a $3,000,000 producer 


Another Idea Is Given 


“Here is another homely idea. I have | 


|} a man in my organization who produced 


a million dollars in the first year he was 
in the life insurance business and an- 
other man who produced two million 
dollars in the business who was in his 
fifth year in the business. These two 
men work somewhat alike in one re- 
spect. They never go to see a pros- 
pective client until they have gone over 


| their sales talk and their plans and pre- 
| sentation with another man, not par- 


ticularly me,—not a man who may be a 
bigger producer. Very many have the 
thought that only a bigger producer than 
you are can give you ideas. There is 
many a $300,000 producer who with his 
suggestions has made another man a 
million dollar producer. We are all 
mimics, we are all copy-cats, and we 


| have got to get the prospect in the af- 


firmative frame of mind. 
Must Be in Affirmative State 


“The only way that we can get the 
prospect in the affirmative frame of mind 
is to be in the affirmative frame of mind 
ourselves and furthermore build our 
sales talk in such a way that a man’s 


| answer to whatever we ask him is al- 
ways ‘Yes.’ If you have a man shak- 





ing his head ‘Yes’ and _ agreeing with 
you, you can sell him. Our mental and 
physical attitude has a great deal of 


effect on our selling and I want to tell | 


you frankly that before I go in to inter- 
view any big man, I tell myself before 
I go in that office that all men look alike 
in their red flannels. You can’t pick out 
the bankers from the life insurance sales- 
man. I tell myself further that I know 
more about the life insurance business 


than this man will ever know and more 
than any life insurance salesman at all, 
—that if there is such a thing as self- 
hypnosis, I want to hypnotize myself. 


Value of a Smile 


“Then, remember the value of the 
smile. The little girl who sits in the 
office to keep out the life insurance 
salesmen and the book salesmen,—don’t 
forget that she is human. I do not 
believe in the gay Othello stuff, but I dé 
believe in selling personality. It is eas- 
ier to smile than it is to frown. Some- 
times I sell her the idea that Donald 
Keane is a pretty nice fellow and I want 
to say here that I sold three men,— 
one $200,000, one $60,000 and the other 
$50,000—because their secretaries called 
me up and said to me ‘Mr. —— has 
been talking to a life insurance sales 
man and | think you had better come 
down.’ It didn’t cost me anything. The, 
said it in a little different way. One 
called me and said that Mr. —— had 
been talking to a life man several times 
and another called me and said ‘You 
know Mr. Jones has a friend in the life 
insurance business and he has had his 
policies for an analysis and he brought 
them back and I told him Mr. Jones 
was busy. You had better do your stuff 
and do it fast.’ I never talked to any 
of those three girls more than two min- 
utes at any time and I did not tak 
them candy either. 





No Interest on Deferred Payments 


“Life insurance property is the onl 
| property on which there is no interest 
on deferred payments. It is the only 
property today that a man can tell today 
what it is worth in 15 or 20 years. Life 
insurance property keeps property out of 
the hands of law and politics, and gen- 
tlemen when the lawyer gets his last 
crack at your estate or at you is when 
| you die, and that is when he puts on the 
pressure. 


—_ = , 

All men have their ideas of life 
Surance and as a rule they have one 
|} reason why they won't buy. A sales- 
man who goes in to a man for life in 


surance and goes through his sales talk 
and pats himself on the back because the 
prospect did not interrupt him, ought to 
kick himself. The only way you can 
sell a prospect is when you get him t 
talk. That is the reason why we hav: 
|} got to know answers to any objections 
| that any man can propound as to w! 
| he won't buy life insurance 


Seeing Prospects in Their Homes 


“Some men are busy during the day 
Some of the biggest men will give you 
the opportunity to see them at home if 
you will only ask. No man is ever going 
to suggest that you see him at home. 
There is something about the atmos- 
phere of the home. I sold a lot of life 
insurance at home. I have seen a lot 
of men at their homes and only one did 
I ever fail to sell, when I saw him at 
home. Don’t forget that man’s respon- 
sibility of family is not only during his 
life time but afterward. A man’s estate 
is only represented by the difference be- 
tween what he makes and what he saves. 

“There is many a millionaire who is 
long dead. The thing that has made 
Thomas Edison a great man and the 
thing that made Luther Burbank is the 
fact they possessed a genius and provi- 
dence gave them full time to cash in 
There is many a man who had a greater 
genius than these but who died before 
they had a chance. 

“A customer is a man without a pro- 
gram. A client is a man with a pro- 
gram. A customer is a man who maj 
buy $10,000 from us and we make m 
progress. He takes his next policy from 
whomever he next takes a fancy to. But 
a client is the man who makes programs 
|} and the man who makes programs 1s 
| the man who makes friends and the man 
who has friends, sells life insurance 

“There are two ideas that I wanted to 
| leave with you. Time is the biggest fac- 
| tor in every man’s life, and the proper 
| utilization of it and that the pride of ac 
complishment is that undying spark that 
lurks in the human breast that once 
awakened makes the world yours.” 
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PLANS ANNOUNCED FOR 
ILLINOIS STATE RALLY | 


MEET AT DECATUR APRIL 30 


Senator Kessinger and Darby A. Day 
to Be Principal Speakers at 
Annual Meeting 


Much interest is being taken by the 
rious local comprising 
e Illinois Association of Life Under- 
vriters in the annual meeting to be held 
Decatur April 30. President B. F. 

McClelland of Rockford announces that 


1e principal speakers will be Senator 


associations 


Harold C. Kessinger of Aurora and 
Darby A. Day of Chicago. It is pre- 
cted that this talent will bring out a 
rge crowd of downstate underwriters. 

The meeting will be held at the Elks’ 


lub Local arrangements are being 
ade by the Decatur Life Underwriters 
\ssociation, and plans are being made 


have the occasion one of pleasure 
s well as profit. Several entertainment 
atures are being worked up. 


Business Meeting First 


\ business meeting of de 
} 





ve held at 10 o’clock in the mo 
elect officers and discuss legislat 
nd other work that has been id 
The speaking program will im- | 


mediately follow the luncheon 


This will be the second annual meet 
ng of the Illinois association. Although 
ess than two years old, it is already 


ne of the largest organizations of its 
kind in the country, 12 local associa- 
tions now being represented and sev 


ral more being 


Last Meet Well Attended 


organized 


At the first annual meeting held in 
Peoria last April nearly 300 managers 
ind agents were in attendance, every 


member association in the state being 
represented. 

The present officers are: B. F. Me- 
Clelland, Rockford, president: C. H. 
DeLong, Champaign, vice-president, and 
Clinton F. Criswell, Chicago, secretary- 
treasurer. 


MAKES ANNUAL COMPILATION 





American Life Convention Presents the 
Statistics as to Its Members 
for the Year 


Convention has 
getti 

promul- 
statistics 


The 


The American Life 
ade a splendid record in 
ts membership sheet that it 
annually showing the 
company members 





vates 
asso- 


1 
r the 


ompanies operating in 35 states, the 

District of Columbia and Canada. TI 
tal volume of business of convention 
companies is $17,450,229,771. Its largest 
company is the Travelers, which has 
$3,852,714,939 in force The total assets 
companies amounts to $1,993,815,997. | 
New business amounted to $4,604,660.- 
061, making an increase of $1,891,991.- 
i386 insurance in force The increase 
amounts to $245,135,928. 


assets 


PHOENIX MUTUAL GIVES 
DISABILITY CLAIMS 


Life states that 


total and pern 


Phe PI ocnix 
to Dec. 31 it 


ent disability « 


Mutual 
had 327 
laims some of whi 
vere under policies 
ree a comparativel\ 


that had been 


short time. Of the 


otal number 125 have regained health 
nd the same number are still receiving 
enefits. Of the latter 99 come under the 
sability “B” clause where they have a 
onthly income and the premium is 
ived 
Tuberculosis leads in cause of disabil- 


ty so far as the Phoenix Mutual is con- 


erned, it producing 120 cases. Insanity 
ws next with 42. accidents 27 can- 
15 and nervous breakdown 12 

The Prairie Life of Omaha } been 

ensed in Kansas 


| 000,000 life 


THE 


| | Policy Forfeited 50 | 


Years Ago but Heirs | 
Now Receive Payment 


Fg ane check, but an extremely | 
pleasant surprise, has just been de- 


livered to each of 36 under a 


persons, 


liie insurance policy issued 53 years 
ago and forfeited 50 years ago. Each 
check was for $12.17. In 1874 the Con- | 


necticut Mutual wrote a policy for 
$2,000 on the life of Nathaniel K. Wood- 
ward, a merchant ui Dushore, Pa. Mr. 
Woodward allowed the policy to lapse 
and it was declared forfeited by the 
company Oct. 8, 1877, and a paid-up 
policy for $172 was issued 
Thereatter the company lost 


trace o! 


holder and _ beneficiary. Nathaniel 
Woodward died in 1888 and his sister 
some time before that No notice of 
death of claim ever reached the com- 


pany and in 1911 it instituted a deter- 


mined search for Woodward or his 
heirs. It was learned then Woodward 
was dead and after five more years 


the search was dropped. Then in 1922 
another hunt was started, which has 


just been rewarded with success 


rhe six direct heirs had died betwee1 
1888 and 1917, the last being Mrs. Ade 
laide Woodward Baker, the mother of 
N. A. Baker of Topeka. Surviving her 
were six children, L. E. Baker and Dr 
C. E. Baker of Larned, Kan: Mrs 
Jessie W King and Stanley Baker 
Champaign, Ill.: Hal Baker of Wichita, 
and N. A. Baker of Topeka. They, with 
the 30 other heirs, shared in the dis 
tribution 

lames H. Mickey, general agent t 
the company in Kansas, assisted in trac 


ing the Kansas heirs. 


REACHES MILLION A MONTH 


Chicago Agency of Acacia Mutual Life 
Sets Record—Tribute Paid by 
Darby Day 


h l agency of the Acacia 
Mutual Lite of Washington, D. ( 
made a new record by producing $1,- 
126,000 business during March To 
celebrate its 


entry into the million-a- 


month class, the manager, Leo R 
Stamm, invited Darby A. Day to attend 


an agency jollification last Saturday 
Mr. Day paid a tribute to the record 
hat had been accomplished by the Chi 


cago agency of only 24 men. Mr. Stamm 


| has been with the Acacia Mutual about 


12 vears, serving as branch manager 


in Meridian, Miss., and New Orleans 
before taking the Chicago agency. 
The March production was part of 


a special tribute to President Montgom 
celebrating his service of 


33 vears with the Acacia. 


erv. who is 


NEW LINE FOR MILLION 


ADDED TO GROWING LIST 
NEW YORK, April 6 
insurance line was..put on 
here this week w 
insurance was writ 
William J]. Cox, presi- 


: 
Encyclopedia Brittanica 


1 


ine books 
amount of 
ten on the life of 
dent of the 


business 





Company. The c all 
premiums and is ciary 
of the insurance, wh iced in 
the following seven companies Mutual 
Life of New York, Aetna Life, Travel- 
ers. Prudential, Canada Life, Penn Mu 
tual and New England Mutual The 
individual policies range from $50,000 
to $325.000 This large line on the 


life of Mr. Cox, a comparatively young 


} } 


men who also carries several hundred 
thousand of personal insurance, was 
written by Charles FE. Mitchell, a promi- 
nent local broker, who at one time was 
i special agent and subsequently an 
under-secretary in this country for a 

W. 0. Reach of the firm of Roach & 


Grobaker of the Philadelphia Life at 
; has resigned, and expects 


= T o forn 1 connectior as superi!r 
endent of agencies or supervisor f 
gents for some company field of 


is familiar 
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“Best We Have Ever Seen” 


—for— 


Accident and Health Men 


JARe 


\\ BU Poabed 





“We have been using this service for some time past and find it very 


helpful in our accident and health insurance selling.” 
A. L. McKnicut, General Agent 
fit¢ 


ft 1 life Insurance ( 
St. Lom | 
“Our company is very favorably impressed with The A. & H 
Bulletins and we believe it would be an excellent proposition to have 


this material available for all accident and sickness salesmen.” 
D. C. McEwen, Vice-President 
Pacific Mutual Life Insurance Compan 


The A. & H. Bulletin Service combined with the annual issue oi 


the Time Saver has proved very beneficial to the agent and also to 
the home offices. This service provides the only means of systemati 
reports of development of disability business and certainly will have 
increased recognition as a real factor in the advancemer t th 
business F. L. Barnes, anager 
Iecident « Health Deparin 
/ i ly | ; f ( 

“We are using vour A. & H. Bulletins with a great deal of benefit 
to the office and | consider them the best thing we have ever scen 
on accident and health insurance.” C. M. Wricurt, City A/anager 

Johnson & Adams Aaency, 
Continental Casualty, Washington, D. C 


The National Underwriter Company, 
420 E. Fourth Street, 
Cincinnati, Ohio. 
I want to increase my accident and health insurance sales. Please 
send me your 32 page booklet descriptive of the A. & H. Bulletins. 


De. i sccnnwveddesaneusasndsuedetssunsnnsvoessedeuusvenesuanhnann 
CN aa a cinkne 0000640660 ddoanee cnbenesennseads seb esennsnaneseeee 
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City & Stat a 


r > r 7 r af 
YOUR OPPORTUNITY 
DISTRICT MANAGERS — GENERAL AGENTS 
Splendid Inducements 
We've had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program, 

Home Office Cooperation—Up-to-date Policies. 
Dakota — 


Operating in Iowa — Minnesota — So. 


Nebraska. 
Write us in confidence to see if 
Qualifications are Mutual. 


our desires and 
A Clean Record — Ability — and a willingness to 
work hard are the most essential Qualifications. 
Address U-54, c/o 
THE NATIONAL UNDERWRITER. 
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More Intensive Training Needed 


Keen life insurance observers begin 
to realize that sales resistance is 
stronger this year than it has been at 
any time since 1921. Agency managers 
are forced to use most resourceful meth- 
ods in getting their men in shape to 
overcome this resistance. It means 
harder work, longer hours, more sys- 
tematic effort, and better training. Com- 
panies appreciate the fact that it is up 
to them to do everything possible to 


get their men in better shape to sell | ; ; 
| 1905 he has been assistant medical di- | 


More intensive training 
The heads 


life insurance. 
methods are being adopted. 
of agencies themselves who have a 
vision realize that it is incumbent on 
them to give their men a greater oppor- 
tunity. After all, production falls back 


on the individual agencies. They must | 
go ahead and prove themselves capable | 


of keeping up with the procession or 
they will fall back. 


Annual Report As Sales Document 


Tae Fivetitry Mutua Lire calls at- 
tention of its salesmen to the value of 
the annual report of a company of its 
character as a sales document. Some- 
times we wonder whether the annual re- 
ports printed and sent out are employed 
to their best advantage by the men in 
the field. There is a lot of good sub- 
stance in an annual report that is care- 
fully written and dissected. Many presi- 
dents take the opportunity to comment 
on the outstanding features of the year, 
the main points in the financial exhibit, 
the encouraging signs of the times and 
some of the dangers. 

However, as purely a sales document 
the Fipetiry Mutuatr 
of the high spots that can be utilized by 
agents. In the first place, the age and 
size of the company can be considered. 


points out some 


Its progress from year to year can be 
Some companies have 
buildings that are artistic 


pointed out. 
home office 


and commodious, thus giving tangible 


evidence of their prosperity. 
gains in income, in assets, in insurance 
in force, in surplus. All have a good 
effect. 
cers, the 


prominence of the board of 


directors, comparison of income with 
disbursements are all interesting. Fur- 
thermore, there is no more useful part 
of an annual report than the list of the 
assets. Life insurance companies have 
high class investments. Their losses are 
very significant. Companies take pride 
in their well, balanced ratio of invest- 
ments. It would be very difficult for 
the average man to provide so diversi- 
fied a list. 

Ihe death claims, the disability claims, 
the payments to policyholders, all show 
the service that a company is giving. 
There are many features in a statement 
that can be utilized to good advantage 
if an agent will give it proper study 
and pick out for himself those things 
that have an appeal to him 


Life Is the Greatest Asset 


Repucep to an economic formula hu- 
man life remains a much more impor- 
tant asset to a community than all its 
material possessions, it is asserted by 
the insurance department of the CHAM- 
BER OF COMMERCE OF THE UNITED STATES. 
To support its statement it cites the esti- 
mate of one of the country’s outstanding 
statisticians that the value of the lives 
of the country’s citizens, based on their 
future earning power, is more than §$1,- 
500,000,000,000. This would be five 
times as great as the nation's material 
wealth, valued today at $350,000,000,000. 

“The United States,” says the insur- 
ance department in a bulletin announc- 
ing a program upon which it has em- 
barked \-ith the cooperation of the 
committee on administrative practice of 
the AMERICAN Pustic HEALTH AssoctIA- 


TION to enlist chambers of commerce 
throughout the country in health conser- 


vation, “sustains a tremendous economic 
loss cach year due to sickness and death. 
The average citizen is said to lose about 


seven days each year due to sickness 


to 


which would correspond to a loss of 
percent in useful industrial or commer- 
cial productivity. As our national in- 
come is more than $60,000,000 a year, it 
is apparent that this loss alone totals 
considerably more than a billion dollars 
annually. 
medical and hospital service which has 
been estimated to be at least $10 per | 
capita, or more than $1,000,000,000 each | 
year. Sickness in the United States | 


There are | 


The length of service of the offi- 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





Dr. Jay Bergen Ogden, assistant medi- 
cal director of the Metropolitan Life 
and well-known research chemist and 
author, died last week at his home in 
Forest Hill Gardens, Queens, New York 
City. Born in 1868 at West Sparta, N. 
Y., and educated at Nunda Academy, 
Geneseo State Normal School, Harvard 
College and the Massachusetts Institute 


M.D. from the Harvard Medical School 
in 1893. 
structor in chemistry 





at the last-named 


| 

| institution, and during parts of the same | 
| 

! 


period was assistant in clinical pathology 


lat the Boston City Hospital, visiting 


| medical chemist at the Long Island Hos- | 
pital and medical chemist at the Car- | 
ney Hospital and Children’s Hospitals 


| 
|in Boston. He was director of New 
York Medical and Chemical Laboratory 
from 1901 to 1904, when he accepted an 
instructorship in the medical department 
|of Tufts College for two years Since 


rector and medical chemist of the Met- 
ropolitan Life. Dr. 


of Technology, Dr. Ogden received his | 


From 1894 to 1901 he was in- | 


Ogden is survived | 





only by his wife, who was Alice L. | 


Parry, whom he married in Buffalo in 


1895. 


President John R. Hardin of the Mu- 
tual Benefit has accepted the general 
chairmanship of the $850,000 building 
fund campaign to be waged May 9-19 for 
the reconstruction and enlargement of 
| the Presbyterian Hospital at Newark. 

April has been designated as “Presi- 
dent's Month” by the Reserve Loan Life 
of Indianapolis in honor of Chalmers 
Brown, veteran president of the com- 
pany, who was elected to that office in 
| 1897 when the company was organized. 
He has contributed largely to the build- 
ing up of the Reserve Loan Life and 
| has favored a conservative, sure growth 
| now reflected in the company’s strong 
financial condition. 


Walter H. Boireau, the new agency 
assistant of the Phoenix Mutual Life 
succeeding Robert A. Judd, who was ap- 
Chicago manager, is a native of 
Cambridge, Mass. He is a graduate of 
Clark University After the world war 
in which he gained the rank of captain, 
he took a course in the Harvard Gradu 
ate School of Business Administration. 
For three vears Mr. Boireau was with 
the Aetna Life as an agent and then as 
assistant manager. He became connected 
with the Phoenix Mutual Life in 1925 
with the Seattle agency. Then he went 
east and became associated with the Bos- 
ton agency and for the last vear or so 
has been selling Phoenix Mutual insur- 
ance for that office 


pointed 


Carl Kirk, who was formerly with 
the United States office of the Zurich 
in Chicago, but who went to the Acacia 
Mutual Life at Washington, D. C., in 
charge of its publicity and advertising, 
has resigned his Washington position 
and returned to the Zurich. He is now 
located at the general headquarters in 
Chicago. 

Robert W. Schubert, agent for the 


Northwestern Mutual Life in the Clifford 
McMillen home general agency at Mil- 


| waukee, has been elected president of 


the Milwaukee Junior Association of 
Commerce by the board of directors to 
succeed the former president who re- 
signed. Mr. Schubert served as execu- 


| tive vice-president of the association be- 
| fore his election to the presidency. 


Added to this is the cost of | 


therefore involves a direct cost of more | 
than $2,000,000,000 annually to the peo- 
ple of this country. 


William C. Safford, the new insur- 
ance superintendent of Ohio, who suc- 
ceeds Judge Harry L. Conn, is a na- 
tive of Columbus, having been born 
| there Dec. 2, 1898. He had his educa- 
‘tion in the public schools of the city 
|and later spent three years in the Co- 
lumbus law school. Mr. Safford en- 
tered the military service at the time 
of the war, being sergeant in the 136th 


SAFPFORD 


WILLIAM C, 
New Ohio Insurance Superintendent 


field artillery of the 37th division of 
Ohio. When he was discharged from 
= he entered the insurance agency 

A. C. Bennet of Columbus. He was 
Samad messenger and clerk under 
Superintendent Conn of the insurance 
department in 1922. Then he was made 
examiner, assistant examiner and chief 
examiner. He took charge of the li- 
cense section during the time that Judge 
Conn was a member of the Ohio su 
preme bench. He was appointed deputy 
superintendent Feb. 1, 1926. Mr. Sat 
ford is regarded as a most competent 
official and has had a splendid training 
in the department. 

M. N. Hatcher of Fargo, president of 
Hatcher Bros., general agents for the 
Great West Life of Winnipeg, was 
elected president of the North Dakota 
State Fair Association at a reorganiza 
tion meeting recently 


Dr. H. H. Hartung, medical examiner 


in the Frank Chester Mann office of the 
Prudential in Boston, was honored 








F 


the completion of 25 years’ service as 
medical examiner with the company at 4 
dinner Friday evening. The occasiot 
was the annual spring meeting and di 
ner of Manager Mann's agency with all 
the office statf present. Manager W. B 
Phelps of the life department of the 
Travelers was a special guest. 

The 25-year gold medal of the Pru 
dential Old Guard was presented Dr 
Hartung, then the office force came for- 
ward with a traveling bag and last came 
a bouquet of roses from Manager Mann 
himself. 

Dr. Hartung is giving a course of lec- 
tures on physicians’ defense insurance 
to the senior class at Tufts Medical 
School and teaching the embryo doctors 
how to make life insurance examinations 

In honor of his 25th anniversary as 
general agent in St. Paul for the New 
England Mutual Life, Arthur J. Reeves 
Was given a dinner, arranged by the 
agency staff and attended by about 39 
members of the organization. Glove 
S. Hastings, agency superintendent of 
the company, was a guest at the dinner 

Mr. Reeves has been in the insurance 
business in St. Paul more than 40 years 
He entered the general insurance field 
in 1885, later confining his activities 
ito life insurance. He was made gen- 
leral agent of the New England Mutual 
in 1902. 


C. Vivian Anderson will be chairman 
of the Cincinnati Life Underwriters As 
—- team in the Community Chest 

ampaign for upwards of $2,000,000 for 
Cincinnati's charities this month. Mr 
Anderson is one of the leading personal 
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producers of the city, representing the ———— 


Provident Mutual. He is also Cincin- 
nati committeeman on the executive 
committee of the National association. 


Arthur J. Nash of of New York, who is 
—a from the Metropolitan Life 

ter 33 years of unbroken service, was 
re guest of honor at a luncheon given 
by the officers of the company. Mr. 

Nash, who is 74 years of age, became 
connected with the Metropolitan Life 
in 1883. Starting as a member of the 
field force in Atlanta, Ga., he was trans- 
ferred later to Baltimore, then to Sta- 
ten Island, and in 1898 joined the home 
office staff as secretary to F. O. Ayres, 
now second vice-president in charge of 
the ordinary department. 

Among the luncheon guests were 
more than 30 officers and employes who 


KEEPING STEP 
AreY ou Keeping Step? 











had been associated with Mr. Nash for se 3 — . 
had been associated with This is the day of monthly payments. Busi- 

A dinner was recently given by “the men and women are paid monthly; they In turn 
Pioneers of Fort Smith,” including > ‘ : eh ” 
moneee of Fete ies wish to take care of their obligations on the 
to 1867, to George Tilles, who is man- same basis. 


ager of the Travelers in that city. There 
were a number of toasts and a musical 
program was given. 


al The Lincoln National Life Insurance Com- 


on bene dies af be Lads cee pany’s Draft System of Monthly P i > 
Life, will leave April 15 to attend the ¢ y remium Pay- 
school of life insurance to be conducted ments make this possible but does away with the 
land which will last nine weeks, After objectionable features of monthly premium 
be assigned to some territory by the payments. 


company. Willard C. Brudi becomes as- 
sistant auditor. 





The plan makes the payment of premiums 
automatic. The insured cannot overlook paying 
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COMBINES DAKOTA AGENCIES | | the premiums. To discontinue he must take 
Aetna Life Will Handle Both North and some action. 
South Dakota from Fargo—D. M. 
Wade Is Manager 
The plan has many advantages for the 
An agency has been established in fieldman 


Fargo, N. D., to handle the business of 
the Aetna Life for both North and South 
Dakota with D. M. Wade, formerly in 
development work with the Kansas City 7 ' ite I. oats 
+> , 1 Te =) 
office, as manager. He succeeds W. A. You will write larger policies. 
B urns, for the past 14 years manager ot! 
Aetna Life agency at Fargo, who re- 
s ac to relieve himself of responsibili- f ‘ > rate +i - 
ties of the managership but still will Your lapse rate will improve. 
maintain connections as an agent with 


the company. Mr. Burns went to Fargo Yy 
14 vears ago from Grand Forks, where : > 

he was agent for nine years. Since he as- ou will sell more Monthly In 
sumed the management of the Fargo come Policies 


office, the amount of insurance of the 
company in his territory, which com- 
prised North Dakota, increased from $1,- 
500,000 to $6,000,000. 

The Aberdeen, S. D., agency, which 
has been in existence for 25 years, is be- 
ing discontinued, following the resigna- 


(CINK UP (wir THe (LINCOLN) 
tion of F. A. Mabbott, manager. Here- 


— the business for the two states will 
be handled through the Fargo agency. The 
FOLTZ GOES WITH GIRARD 


a es merce Lincoln National Life 
Insurance Company 


























General Agent in Chicago 





Elton R. Shaw, supervisor of agencies 
for Girard Life in Illinois, Michigan, 
Ohio, Missouri and Iowa, announces 
that as has gocentty been signed 
with C. Walter Foltz, who becomes ‘é ° 
general agent in Chicago. The com- Its Name Indicates Its Character’ 
pany has maintained offices in the Re- 
public building, State and Adams 
streets, continuously since 1909. Emile : s 
Levy continues as general agent. He Lincoln Life Bldg. Fort Wayne, Ind. 
and Mr. Foltz will be co-managers of 
the office which will aur Se known 
as the Central Agency of Girard Life. 

Prior to taking up life underwriting More Than $465,000,000 in Force 
in Kansas early in 1926, Mr. Foltz was 
for seven years the dean of the School 
of Business Administration of Kansas 
Wesleyan University, one of the largest — — —= 
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schools of its kind in the middle west. 

Mr. Foltz graduated from Kansas 
Wesleyan University, where for several 
years he was a leader of winning de- 
bating teams and for three straight 
years a winner in state and interstate 
oratorical contests. After some two 
years of war service, he took up edu- 
cational work and made an enviable 
record not only as an executive but as 
a speaker in great demand at profes- 
sional, religious, civic, fraternal and 
commencement gatherings. 

While Mr. Foltz has had but limited 
experience in writing life insurance, he 
has had many years’ experience in sell- 
ing and managing salesmen. As a col- 
lege student, he made records several 
summers in selling books and brushes. 
One summer he managed a crew of 25 
men. For several years he _ taught 
courses in salesmanship and advertising 
in the school where he was dean. Sev- 
eral months last year were given to 
studying and writing life*insuranee and 
then two terms were spent in the school 
of commerce and administration at the 
University of Chicago when he studied 
life insurance, sales management, per- 
sonnel administration, statistics and 
various other courses in preparation for 
his present position. 


BYRLEY & SON TAKE CHARGE 


Ohio Change for Fidelity Mutual—John 
B. Campbell Is Named Manager 
for St. Louis 


The firm of John H. Byrley & Son 
has been placed in charge of central 
and southeastern Ohio, with headquar- 
ters at Columbus, for the Fidelity Mu- 
tual Life. Mr. Byrley has been asso- 
ciated with Fidelity for 25 years, having 
been in charge of the Georgia-Tennes- 
see agency until quite recently. His 
son, John H. Byrley, Jr., began his life 
insurance work with Fidelity in 1921. 
They are laying plans for the intensive 
organization of the field. D. H. John- 
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son will continue with the company as 
associate manager. ; 
John B. Campbell has been appointed 


manager of the St. Louis agency of the | 


Fidelity Mutual Life. He began his 
life insurance career in 1920 when he 
joined the Fidelity ranks in Chicago. 
He has met with unusual success in 
the field, having elected himself to the 
position of second vice-president of the 
Leaders’ Club in the club year 1926-27. 
He has been associate manager of the 
Chicago office for the past three years 
and his present appointment is in the 
nature of a merited advancement. 


W. R. Stuart and H. F. Luderman 


The United Life & Accident has made 
two general agency appointments in 
Ohio, Wm. R. Stuart of Cleveland, for- 
merly with the Connecticut General, 
who will have office in the Hippodrome 
building, and Henry F. Luderman, at 
Toledo, formerly with the Lincoln Na- 
tional. 





Thomas Smith 


Thomas Smith, who has been man- 
ager of the life department for Young- 
berg-Carlson Company of Chicago, gen- 
eral agents of the Midland Mutual Life, 
has returned to his old company, the 
Northwestern Mutual Life, in Chicago. 
Prior to his Midland Mutual connection, 
Mr. Smith was agency supervisor for 
the Houze agency of the John Hancock 
Mutual in Chicago. 


E. M. Ward 


E. M. Ward of 415 Tenth street, 
Portland, Ore., has been appointed Ore- 
gon supervisor for Business Men’s As- 
surance of Kansas City. 


Wootton & Addison 


The Penn Mutual Life announces that 
the firm of Wootton, Freeman & Addi- 
son, general agents at Baltimore, has 
been dissolved through the withdrawal 
of Marion B. Freeman. William H. 





and 


is ambitious. 





AGENCY SUPERVISOR 


ORGANIZER WANTED 


qa One of the sterling western legal reserve com- 

panies desires a high-grade experienced and 
aggressive man to act as supervisor of agencies 
and do organization work in the field. 


qd The salary at the start would be between $4,- 

000 and $5,000 and expenses, according to the 
experience and merit of the mzn. There is op- 
portunity for advancement. The man should be 
from 30 to 40 years of age. 


qd The company is operating in Illinois, Indiana, 

Michigan, Ohio, West Virginia, Pennsylvania, 
New Jersey, Maryland, District of Columbia and 
Virginia. For the time being much of the work 
would be in eastern territory. 


qa It has about $90,000,000 in force. 

qa. The company has made substantial success in 
its operation. It has grown naturally, is popular 
with the agents and in the states where it has 
been operating for some years is well organized. 


This is an opportunity for a man who has the 
tuff in him and who is willing to work and who 
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W-50, Care The National Underwriter 
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Wootton and F. Bowie Addison con- 
tinue the agency as Wootton & Addison 
offices at 605 Citizens National 
3ank building. 


W. A. Fosdick 

W. A. Fosdick has been named man- 
ager of the Dallas branch of the South- 
ern Union Life of Fort Worth. Mr. 
Fosdick has for several years been con- 
nected with a New York company, first 
as agency manager at Philadelphia, and 
lately as superintendent of agents in 
Texas. 


R. E. Leonard 


The Royal Union Life of Des Moines 
announces the appointment of R. E. 
Leonard as its manager for Oklahoma, 
with offices at 516 Tradesmen 
Bank building, Oklahoma City. Mr. 
Leonard is an experienced agency man 
who was formerly connected with the 
agency department of the Mid-Conti- 
nent Life of Oklahorna. 


E. E. Sparling 


| resigned to 
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become general agent in 
Kansas City for the Abraham Lincoln 
Life of Springfield, Ill. He is regarded 
as one ot the substantial and able in- 
Surance company executives, but de- 
cided that there were greater opportuni- 
ties in the selling field. 


M. H. Cook 


M. H. Cook of Shelbyville, Ill., who 
was former superintendent of agencies 
for the Kaskaskia Life, has resigned 
there and has accepted a position with 


| the Sun Life of Canada, operating out 


| of the division office at Alton, Ill. 


National | 


| 
| 


A branch office of the Union Central | 


Life has been opened at Cedar Rapids, 


la. E. E. Sparling has been named 
agency manager. 
H. L. Jones 
H. L. Jones, formerly secretary of 


United States agencies of the Sun Life 
of Canada in the company’s home office, 
Montreal, has arrived in Chicago to take 
over the training work of the full time 
agency force in his company’s Chicago 
office, which is headed by D. J. Scott. 
Mr. Jones has had long and valuable 
experience in agency training work with 
company. The Chicago office has 
taken more office space to accommodate 


new full time agents added to the 
staff. 
A. J. Rieder 
A. J. Rieder, for the past seven and 


one-half years secretary of the Business 
Men’s Assurance of Kansas City, has 


Mr. 
Cook is a thorough life insurance man, 
having a wide experience, and is well 
known throughout western and south- 
ern Illinois. 


W. W. Usher 


W. W. Usher, formerly with the 
Metropolitan Life, has been appointed 
supervisor of the life departmentt of the 
R. H. Jenkins general agency at Los 


Angeles, representing the Springfield 
Life. 

B. L. Bennet 
B. L. Bennet, local agent for the 


Prudential for the past eight years, has 
been appointed general agent for the 


Midland Life with offices at Lawton, 
Okla. Mr. Bennet will have jurisdic- 
tion over the southwestern part of 


Oklahoma. The change becomes effec- 
tive about May 1. 


Hinshaw Bros. 


Hinshaw Bros. have been appointed 
general agents of the Royal Union Life 
with headquarters in its home office 
building in Des Moines. The firm is 
composed of W. A. and F. E. Hinshaw. 


Kennedy & Pidcock 
Kennedy & Pidcock have been ap- 
pointed general agents of the Berkshire 
Life at Trenton, N. J., with offices at 
221 East Hanover street. W. Finlev 
Jones is manager of the life department 
of the firm. 








EASTERN STATES ACTIVITIES | 








REYNOLDS SPOKE TO AGENTS 
Vice-President Union Trust Company 
of Detroit Addressed Hart & Eu- 
bank Agency in New York 


“How Can the Life Underwriter 
Cooperate with Trust Companies and 
Make Money by Doing It?” was the 


' WOULD RAISE TAX ON STOCKS 


subject of the talk given by Vice-Presi- | 


dent John A. Reynolds of the Union 
Trust of Detroit as the concluding ad- 
dress in the course on trust company 
cooperation offered jointly by the Hart 
& Eubank agency of the Aetna Life in 
New York City and the Guaranty Trust. 
As officer in charge of the trust de- 
his company, Vice-Presi- 
dent Reynolds stated that last year 
about $15,000,000 of insurance was 
placed in trust with his company and 


| that during the year a total of $40,000,- 


000 or more was placed with the seven 
trust companies in Detroit, adding that 
$15,000,000 of this would never have 
been written but for the life insurance 
trust idea worked out on a cooperative 
basis by life insurance organizations and 
the trust companies. 


Agents of the Altoona, Pa., district of 
the Equitable Life of New York recently 
held a luncheon meeting there, the occa- 
sion being the firing of the opening gun 
for the W. A. Day drive. The speaker of 
the occasion was Lawrence C. Woods, 
Ir.. of the office staff of the Edward A. 
Woods Company, Pittsburgh general 
agents, under which the Altoona district 


| operates. R. S. Hersperger, district man- 


=| | ager at Altoona, was toastmaster. 


} statements 


Connecticut Companies Oppose Bill in 
Legislature Which Would Place 
Greater Burden on Them 


HARTFORD, April 6—Whether the 
insurance companies or the towns of 
Connecticut are best able to bear the 
burdens of taxation was the question 
left for the decision of the legislative 


finance committee after an extended 
hearing on the Pattison bill, which 
would restore the 10-mill tax on the 
market value of insurance companies’ 
stock. 

Representatives from many small 
towns maintained that the towns are 
suffering great losses in revenues and in 
some cases unbearable taxes will have 
to be levied on real estate Defending 
the other side of the case insurance 


company representatives went into the 
theory of the taxation of intangible 
property, declaring it to be the under- 
Iving problem in the situation. 


Author Defends Measure 


Representative Pattison, who intro 
duced the bill, explained that it called 
for a restoration of the rate of taxation 
On insurance stocks as levied from 1901 
to 1925. The law adopted two years 
ago, reducing the tax to 8 mills in 1926, 
6 mills in 1927 and 4 mills in 1928 and 
thereafter, made a “radical reduction” 
which has been unfair to the towns, he 
said. Figures showing the “phenomenal” 
growth of the Hartford companies and 
telling of their excellent 
financial condition were cited by Repre 
sentative Pattison. He pointed out that 
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the tax on stocks had remained the same 
while other taxes increased greatly. 

Lucius F. Robinson, speaking for most 
of the Hartford companies, said their 
managements were of One mind in be- 
lieving that the bill would be “a decided 
step backward.” He reviewed the history 
of the taxation of insurance stocks and 
pointed out that the taxation of intangi- 
ble property was the underlying prob- 
| 


em 
May Drive Out Companies 
“Two years ago the legislature did 
the best it possibly could with the mat- 
ter,” he said. “It was conceded then 


that the burden must be reduced in or- 
der to avoid killing the goose that laid 
the golden egg.” Connecticut's laws and 
taxes have kept new insurance com- 
panies from forming in this state in the 


past generation, he said. The only new 
companies have been subsidiary ones 
and in most cases it has been seriously 


considered forming them in other states 


Only “sentiment” has caused them to re- 
ain here. “If the tax is not reduced 
a minimum I can give no assurance 


at they will stay,” he said 


Robert W. Huntington, president of 
he Connecticut General Life, said insur 
ance stocks had been taxed on the Asis 
of “unjustified hopes and expectations.’ 
He said that his company paid twice as 
much in taxes as in dividends and that 
Ithough it does only 9 percent of its 
business in Connecticut it pavs 33 per- 

nt of its taxes here 


WILL OPEN A NEW COURSE 


Keane-Patterson Agency of the Massa- | 


chusetts Mutual Life Announces 
Insurance Salesmanship Lectures 


NEW YORK, April 7 The k - 
l’atterson Agency of the Massachusetts 
Mutual announces that a new tree cours 
{ lectures on lite insurance salesmat 
ship will begin at its offices on April 11 


it 6 p. m., and will continue on day 
evenings fe r eight consecutive VCeKS 
‘Organized Service” has been chosen as 
1e motto of the course, which has bee 
lesigned to acquaint the gene insur 
ance men of the city with the tew sin 
ple elementary principles of lite isur 
ince and their application to business 
needs and purposes 
rhe purpose of the course, according 
the announcement, is to present to 
se interested in the subject a broad 
and constructive insight into a most fas- 
inating business that is calling for the 
best brains in the country and paving 
vell fdr them In addition, the gency 
s also offering more advanced classes 
Thursday evenings to those general 
insurance men who have had 


some CxX- 


perience but are yet unorganized in the 
field. Both courses will be in charge of 
Richard D. Lichterman, who announces 
that a significant innovation will be made 

an attempt to provide individual tu 
toring to all students who desire it. En- 
rollment in the advanced class, theretore 


will necessarily be limited 

Travelers Cleveland Conference 
Plans are being completed by tl 
Cleveland office of the Travelers for a 
two days sales conference in Cleveland, 
May 23-24. Agents and salesmen from 
19 northern Ohio counties will be in at- 
tendance, more than 200 being expected. 

Three supervisors from the Hartford 
othces are expected to be present dur 


i€ 


iz the conference: D. J. Bloxham, in 
charge of the life and accident depart 
ment; J. H. Eglof, casualty, and P. G. 


W. Anderson, fire. 


Pittsburgh Life Insurance Display 


In the recent “Know Pittsburgh 
Week,” with every local industry taking 
part by exhibiting window displays 
hroughout the city, the life insurance 
raternity was well represented. Under 
the direction of Arthur G. Ashbrook, 
member of the board of directors of the 
Pittsburgh Life Underwriters Associa- 
tion, and Howard S. Sutphen, president, 
n exhibit was arranged and placed 


‘ 


in” 


in | cent 
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ls downtown window. On a large sign 
|} with the heading. “What Life Insur- 
ance Did for Pittsburgh in 1926,” were 
listed the following facts: Paid $38,- 
000,000 to beneficiaries; paid $3,000,000 
to old people; paid $5,000,000 in divi- 
}dends; mortgage loans, $13,000,000. 


Grouped around this sign were 
smaller ones with such thoughts as: 
“Will your present life insurance pro- 


vide in a measure the comforts you are 


now able to give your family?” “Have 
| vou enough?” and “Are you using life 
insurance to provide tor your own old 
age>” 
Paret Agency Meeting 
The Paret agency of the Provident 


Mutual Life at Camden, N. J., held a 
most interesting annual meeting last 
week. In his message to the 
the vear’s activities, Louis Paret, gen- 
eral agent, announced a gain of 42 per- 
cent in business for the first quarter 
compared with the same period of 1926 
At the morning 
a yvear or 
in one 

grouped 


staff on 


as 


hav Ink 
grouped 


age s 


session agents 
less of training were 
body and the 

in another, and 
struction given each. The junior agents 
received only such primary features of 
as their training allowed, in or 
avoid confusing them 


ilities of business 


senior 


separate 


" 


with the 
and corporate 
ate settlements and 


trusteeshy 
he senior ] ] 


agents heard at their 
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ive Haight 





was introduced by Represent 

ot Lansing in the wer house o ‘ 
Michigar legislature last week sti ula 
tions contained in the measure are that 
the president, Vice president, secretary 
or some other properly empowered ofh 
cial ot the ec rporation shall make writ 
ten request for such change over the 
seal of the company and that he enclose 
a certined c vy of the vertinie ctor 
OF the ward of directors Che casure 
Is n the | ds ot the | st surance 
committed 


Insures 13 in One Family 








Thirteen members of the fami 
Mrs. W. B. Krugh of Pleasant township 
Van Wert county, O re 1 in the 
Ohi State Life the imsuran laving 
been placed by C. W. Halthill of Mer- 
cer county, a general agent and a direc- 
tor ot the company. Three other tamilies 
of more han 40 members all told also 
re insured in the same cor id 
reside the same towns 
Ontario Equitable Record 
The new life insurance issued by the 
Ontario Equitable Life of Waterloo the 


first quarter amounted to $2,295,500, as 
compared with $1,432,690 in the first 
quarter of 1926, an increase ot 60 per- 


a 


UNDERWRITER 2: 


Consider this Contract 


You can read in it satisfaction for your 
policyholders, and for yourself the assur- 
ance of a contented clientele. Look over 
and compare these terms: 


Any natural death ....... dineiacaliaa $ 5,000 
Any accidental death ........ -+++ 10000 
Certain accidental deaths......... 15,000 


Accident benefits ........$50 per WEEK 


(Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc. 





ALL IN ONE POLICY 





Because your prospect quickly sees its advan- 
tages, we have named this broad United Life con- 
tract “A Policy You Can Sell.” In assuring your 
clientele’s future, it also assures yours. 


There may be an opportunity in your community. 


If so, our Vice President, Eugene E, Reed, will 
tell you all about it. Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 





Inquire! 








MODERN LIFE 


INSURANCE COMPANY OF MINNESOTA 
ST. PAUL 


Excerpts from the financial statements of the Modern Life Insurance 
Company of Minnesota, Endicott Building, St. Paul, Minnesota, for the 
year ending 1922, showing the tremendous gains made by the company 
up to and including December 31, 1926. This achievement is outstanding 
among financial institutions of the Northwest or of the United States 


LEDGER ASSETS: 
Sarre $ 166,069.73 
730,337.85 





Percentage 
Increase 


339°, 


1922..... 5,144.66 
32,095.30 527°, 
INSURANCE.ON WHICH SECOND PREMIUM HAS BEEN PAID: 
De tdedeuue weds 670,000.00 
eer 6,927,663.00 
RENEWAL PREMIUM INCOMES: 


934°, 





13,298.27 
275,718.26 








M. A. NATION 
Vice-President and General Manager 











We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
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ILLINOIS LEGISLATIVE ACTS |POLICYHOLDERS ARE GUESTS 


Bills of Various Kinds Have Been In- | A. A. Welch and Winslow Russell of 


troduced and Are Now in 
the Hopper 


Recent bills introduced in the Illinois 
legislature and other legislative activi- 
ties are: 

The House advanced House Bill No 
48, the Soderstrom old age pension bill, 
to the order of third reading after 
adopting an amendment striking out the 
annuity clause. It still contains the pro- 
vision for a one-half-mill tax for each 
dollar of the assessed valuation of the 
taxable property of the state, although 
conservative statistics were presented to 
the judiciary committee showing it 
would require a four-mill tax to comply 
with its provisions. This bill has been 
forced to this position by the extensive 
labor lobby maintained by the Illinois 
Federation of Labor. 

Senate Bill No. 246, introduced by 
Martin R. Carlson of Moline, permits 
fraternals existing under laws of the 
— to publish pamphlets of public in- 
teres 

“House Bill No. 367, introduced by 

L. Fekete, Jr., of East St. Louis, 
amends the law in relation to fraternals 
to permit cash loan privileges to policy- 
holders. 

House Bill No. 369, by G. J. John- 
son, an act to incorporate and regulate 
assessment life companies. It is a re- 
codification of the present assessment 
life act. 

House Bill No. 353, by G. J. John- 
son of Paxton, provides that legal re- 
serve life companies, assessment life 
associations and fraternals may value 
their bonds on the amortized basis, ex- 
cepting those bonds in default as to 
principal and interest or not amply se- 
cured. This “Amortization Bill” is the 
law in many states. In this state where 
a company adopts this method it is re- 
quired to follow r- 

House Bill No. 354, introduced by G. 
J. Johnson, ee Section 6 of the 
standard life policies provisions act to 
except from the provisions annuities 
with or without return of premiums, 
policies of pure endowment with or 
without return of premiums and policies 
of reinsurance of any portion of an in- 
dividual risk. 

House Bill No. 355, introduced by G 
T. Johnson, amends Section 18 of the 
legal reserve life act of 1869 to permit 
companies to issue annuity contracts 


containing provisions relative to total 
and permanent disability benefis 
Patterson Agency’s Record 

The Patterson Agency of the Equit- 


able Life of New York in Chicago has 
completed the first quarter of 1927 with 
an increase of 27 percent over the simi- 
lar period of last year. The regular 
paid volume was $4,431,815, a gain of 
$1,000,000 over 1926. T. D. Lunceford 
led the agency for March, with Harry 
T. Wright and E. Z. Wallerstein lead- 
ine for the vear 

The agency enters the 


10-day Presi- 


dent Day campaign with 60 agents and | 


an allotment of 900 new cases, or 15 
per man Last year it produced 750 
applications, representing an increase of 
50 percent over the previous year 


Nationa! Fidelity’s Iowa Meeting 
The National Fidelity Life held a one- 
day group meeting of its Towa 
Storm Lake, April 4. It was the first 
group conference held by the National 
Fidelity this vear. It expects to hold 
similar meetings at other points in sur- 
rounding states this spring 

Dr. J. W. Wear, vice-president and 
medical director, and G. F. Stephens, 


manager of the conservation department. 
were the two home office representatives 
at the meeting. 


in attendance 


agents at | 


the Phoenix Mutual Give Talks 


| at Meeting 

are 

| About 200 Phoenix Mutual policy- 
holders were guests of A. A. Welch, 
president of the company; Winslow 


Russell, vice-president, and Robert A. 
Judd, Chicago manager, at a meeting in 
Chicago, March 31. The affair was not 
a banquet, but a program of addresses, 
musical and vocal entertainment and 
motion pictures. 

Following the opening address by 
Chairman Jules Girardin, Mr. Judd 
made a brief talk and introduced Mr. 
Russell, who explained in his address 
the company’s change over from the 
general agency to the branch office sys- 
tem and the cutting down of the agency 
staff from more than 1,700 to less than 
500. He also gave production figures, 
which showed that from production of 
$21,000,000 in new business during the 
last year of the large staff’s operation, 
the —— staff increased production 
to 5,000,000 during the first year of 
its operation. 

Following a vocal offering the motion 
picture “Something Worth While” was 
screened. The picture portrays the 
workings of the company’s home office 
staff and the development of new 





agents. 
President Welch made the closing 
address, “Your Company and Mine,” in 


which he stressed the care of insurance 
funds after the death of the insured. 
To denote the character of the com- 
pany’s agents, Mr. Welch touched 
briefly on the writing of nonmedical 
business and the company’s success 
with this kind of business. 

Out of town office managers attend- 
ing the meeting were W. D. Bowles 
of Des Moines and M. B. Morrissey of 
Davenport, Ia. 


LIFE EXCHANGE IS SUGGESTED 


Some General Agents Eager to Move 
From High Rental Area Into 
Their Own Building 


Chicago general agents of life com- 
panies have held several small confer- 
ences recently on the matter of erect- 
ing or renting entire a building to be 
used as a life insurance exchange, but 
as yet no general agreement has been 
reached as to procedure The principal 
reason for the tardiness of the agents 
in acting is that they desire quarters 
not for reasons of interchange of busi- 
ness, but to escape high rentals. 

_ The Bankers building, under construc- 
tion, and the Adams-Franklin building, 
recently completed, have been in con- 
sideration as exchanges, and there is 
talk of—and in some quarters desire 
for—a building erected especially for 
the life companies and agencies. Such 
a building is still in the talking stage, 
however. 

4 21-storv addition to the 
Insurance Exchange at Jackson and 
| Wells streets, Chicago, is to be erected 
immediately behind that structure, run 
ning through from Wells to Sherman 
| Streets. It is not likely that this build- 
ing will figure importantly with the 
life agencies. , 


present 


Hold Meeting in Milwaukee 


Ninety-nine agents of the Mutual Life 
of New York in Wisconsin and upper 
Michigan, for which Gifford T. Vermil- 
lion is manager, are in Milwaukee to at- 
tend the annual convention of the agency 
The meeting is to open Friday morning 
with an address of welcome by Mr. Ver- 
million. The program includes talks by 
Walter E. Rigg, superintendent of 
agents; Harry A. Pierce, cashier; Wal- 





ter F. Dunlap, Klau-Van Pietersom 
Dunlap-Younggreen advertising agency, 
Milwaukee; R. F. Altenhofen, instructor 
of city agents at Milwaukee; James H. 
Balliet, R. K. Overton, district manager; 
Nic E. Streff, William J. Rietow, Jr., j 
;, Erwin, Miss Beatrice Roback, super- 
intendent of the women’s department, 
and Lawrence E. Pennewell, district 
manager. At the annual banquet Dr. 
Stuart B. Edmondson of the Park Ridge 
Methodist Episcopal Church, Chicago, 
will be the principal speaker. 


Nebraska Agents Meet 


Thirty agents of the Peoria Life were 
guests of W. Logan, state agent for 
Nebraska, at the annual agency con- 
vention in Lincoln last week. The day 
was spent in discussing sales metheds, 
company policies and planning for the 
work of the year. The convention 
closed with a banquet, the program be- 
ing given by the office girls. This in- 
cluded an insurance playlet, musical 
numbers and brief talks. W. H. Luel- 
len of Topeka was a guest of honor. 


Peoria Life Cedar Rapids Meeting 


Forty representatives of the Peoria 
Life attended the annual state agency 
meeting of the company last week at 
Cedar Rapids, Ia., in charge of D. H. 
Jenkins, Cedar Rapids agency manager. 
President Emmet C. May, Vice-Presi- 
dent Walter E. May, Secretary G. B. 
Pattison and F. J. Bohl, editor of the 
company publications, represented the 
home office at the convention. Iowa is 
divided in two sections by the Peoria 
Life, with one agency force in Cedar 
Rapids, the other in Fort Dodge, under 
Manager George Seal. 


Control Organization of Companies 


\ measure which would give the in- 
surance commissioner power to halt or 
approve the organization procedure of 
any type of insurance company at any 
stage in such organization was given the 
Michigan state senate last week by Sen- 
ator Howell of Saginaw. Under its pro- 
visions, the bill would require that all 
prospective organizers of insurance Car- 
riers apply to the insurance commis- 
sioner for approval before making any 
attempt to interest capital in the project 
or enlist subscribers or members. 


Alvin Moser Promoted 


Alvin Moser has been promoted from 
cashier of the Albert E. Mielenz, gen- 
eral agency of the Aetna Life in, Mil- 
waukee to field supervisor for Milwau- 
kee county. He has been cashier at the 
Mielenz agency for the past year and 
one-half, and prior to that time he was 
in the Kansas City, Mo., general agency 
of the company. Mr. Moser has been 
associated with the Aetna Life for nine 
years. 

A. G. Kasche, who has been cashier 
at the Edwards & Baker general agency 
of the company in Detroit, will succeed 
Mr. Moser as cashier of the Mielenz 
agency. 


Kill Nebraska Investment Bill 


The Nebraska house has killed the 
senate bill that granted authority to 
domestic insurance companies to invest 
idle funds in mortgage bonds or equip- 
ment trust notes of railroads where 
these have not been in default of inter- 
est for the preceding five years. Speaker 
Rodman said that the Nebraska com- 
panies were placed at a disadvantage 
in being unable to enter this field of 
investment, while companies doing busi- 
ness in the state but having home offices 
elsewhere were freely permitted to do 
so. Some of the opponents thought 
that it might not be an altogether safe 
investment for insurance funds. 


Provide for Calling Meeting 


Introduction in the Towa senate of a 
bill by Senator Charles S. Browne of 
Tackson county, providing that the 
Iowa insurance commissioner, upon pe- 
tition by 500 or more policyholders of 
a mutual life company, can call a spe- 





cial meeting of policyholders, last week 
threatened to bring the recent contro- 
versy over the Central Life of Iowa on 
the senate floor. While Senator Browne 
denies that his bill pertains directly to 
the Central Life controversy over the 
election of its officers, other senators 
declare they will go into this subject 
thoroughly if the bill comes up for con- 
sideration. : ; 

The senate insurance committee re- 
ported the bill out for indefinite post- 
ponement, but the senate last week by 
22 to 10 voted to reject the commit- 
tee’s report and the bill is now on the 
senate calendar for early consideration. 


New York Life Sales Meet 
April 23 is the date set for the New 
York Life’s sales congress in Chicago. 
The principal speakers will be Third 
Vice-Presidents W. H. Pierson and G. 
Lovelace. 


Missouri Investment Bills Passed 


The Missouri legislature, which closed 
on April 4, passed but two measures of 
importance so far as insurance compan- 
ies are concerned. These were the bills 
relating to investments, introduced at the 
request of the Missouri State Life, Inter- 
national Life and Kansas City Life. 

One of these bills permits the com- 
panies to exchange real estate taken in 
under foreclosure proceedings for other 
real estate or to accept as the purchase 
price the bonds of the purchasing corpo- 
ration. The other measure greatly ex- 
tends the latitude of the Missouri com- 
panies in investing their funds. Under 
this bill they are permitted to invest in 
the bonds of corporations on which no 
default in the payment of interest or 
principal had occurred for the preceding 
five vears. Originally the measure was 
written to pe rmit real estate mortgage 
loans up to 66 2/3 percent of the value 
of the property securing the loan, but 
this amount was later cut to 50 percent, 
the maximum permitted under existing 
statutes, 


Sioux City Congress Scheduled 
The New York Life will hold a two- 
day sales congress at Sioux City, Ia. 
April 24-25. Addresses will be made by 
Third Vice-Presidents W. H. Pierson 
and G. M. Lovelace. 





| SOUTHERN FIELD 
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TEXAS CHANGE IS APPROVED 


Board of Three Insurance Commission- 
ers Is Created to Supplant the 
Present System 


AUSTIN, TEX., April 6.—Texas will 
operate under a new law governing the 
supervision of insurance companies as a 
class. Governor Dan Moody has ap- 
proved senate bill 253 which creates a 
board of insurance commissioners. This 
board is to consist of three members 
who are to supervise the various classes 
of insurance but who must act as a 
whole in official matters, which requires 
that a majority is necessary for actions 
by the board. This bill creates these 
new positions: Life insurance commis- 
sioner who shall be chairman of the 
board, the fire insurance commissioner 
and casualty insurance commissioner 

Under the terms of the act the insur- 
ance department and the state fire in- 
surance commissioners are the consoli- 
dated officers of the board. The present 
commissioner, R. L. Daniel, becomes the 
life insurance commissioner and chair- 
man to serve until the end of his term, 
Sept. 1, 1927. The secretary of the state 
fire insurance commission, T,. M. Camp- 
bell, becomes the fire insurance commis- 
sioner, and serves until the end of his 
term, Sept. 1, 1929. The state fire mar 
shal, member of the state fire insuranc: 
commission, G. N. Holton, is to be the 
casualty insurance commissioner until 
the end of his term, Feb. 1, 1928 

At the expiration of these terms the 
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wernor shall appoint a casualty com- 
issioner whose term of office shall ex- 
ire Feb. 10, 1929; a fire insurance 
mmissioner whose term shall expire 
eb. 10, 1931, and a life insur com- 
issioner whose term expire Feb 
1933. At the conclusion of these re- 
ctive terms ntments shal 
le for a period of six 
ising an expiration 
two years 


ance 


shall 


appo 


veats, 





and appointm 


CLUB HOLDS SPRING MEETING 


“Plices” of North, South Carolina Have 
Business, Educational Convention 
at Monroe 


Apri ¢ Agents 


mposing 


MONROE, N. C.., 
and supervisors c¢ 
and South Carolina Plico 
Philadelphia Life held their 
recently at 
Insurance 


inagers 

e North 
the 
spring 
home of 


Club ot 
nnual 
Monroe, 


conference 
the Gordon 


and Investment Company, state man- 
agers for the Philadelphia Life for 
North and South Carolina. 


President Clifton Maloney. Manager 


of Agencies A. M. Hopkins, Medical 
Director Dr. Joyce T. Sherman, Super- 
visor R. M. Blount, and Liaison Officer 


E. R. Hurst of the home office attended 
William M. Gordon, W. B. Brown and 
Samuel H. Lee of the Gordon Company, 
the 


state managers, were in charge of 
affair. About 50 representatives were 
present, coming from both states. The 


st entirely to 
teatures 


sessions were devoted alm. 


business and educational 


One evening all those attending were 
guests of the Monroe Kiwanis Club. 
Sneakers were Walter B. Love, A. M 


Hopkins. H. B President 
Clifton Maloney. 


Houston Banker Addresses Life Men 


Leavitt and 


C. S. E. Holland, president of the 
Houston National Bank, was the chief 
speaker at the joint meeting of the off- 
cers and agents of the American Prov- 
ident Life and the Northwestern Na- 
tional Life at Houston, Tex., a few days 
ago. He stressed the fact that insur- 
ance is more a business necessity now 


than ever before. He told the agents to 
learn to read their prospect's financial 
statement and if it was found the ratio 
of quick assets to quick liabilities is too 
low, the remedy is either endorsements 
of borrower's paper, or something more 
agreeable, life insurance pavable to the 
business. Mr. Holland said he believed 
the banks are doing more for the life in- 
surance business today than any other 
institution because the banks have 
learned that a life insurance policy is a 
valuable asset, not only for a business 
rm but for the individual who desires 
redit 


Industrial Life Chartered 


A charter has been granted to 
Industrial Life of Oklahoma City 
plans to establish general offices at 300 
North Robinson avenue have been an- 
nounced. Officers of the new company 
are T. W. Woodward of Amarillo, presi- 
dent: J. B. Latham of Amarillo, vice- 
president; Earl O'Keefe of Panhandle, 
rex., secretary; J. M. Borland of Ama- 
rillo, treasurer, and J. B. Woodward of 
Amarillo, office manager and assistant 
secretary. All of these officers plan to 


the 
and 


move to Oklahoma City in the imme- 
diate future. 
Asks Stock Sale Permit 
Application has been made to the 
secretary of state of Texas by the pro- 
posed Harvester Life Insurance Hold- 
ing Company of Texas for a permit to 
sell its stock under the blue sky law 
of that state. The company asks per- 
ission to dispose of 2,600 shares of 
par value $100 each, to be sold at $200 
per share so as to create a surplus 
Take the Pilot Life 
rhe Tennessee Realty & Loan Com- 
of Huntsville, Ala., local firm, has 


THE ! 


announced that in future it 
known as the Tennessee Valley 
ance & Realty Company. The new 
company has been given territory by the 
Pilot Life, in which is 1 all 


included all of 


rennessee, part of Georgia and northern 
Alabama. 

Officers of the new firm are R. W 
Gaunt, president; John P. Cowley, sec- 
retary-treasurer, and Charles H. Cun 


ningha agency supervisor 


Agent Charged With Twisting 
Brock, agent at Petersburg, 
Va., for the Provident Mutual, was be- 
fore Commissioner Button last week on 
complaint of representatives of the 
Massachusetts Mutual, Jefferson Stand- 
ard and other companies, who charged 
him with twisting. It 

he advised a Petersburg 
to cash in policies totalling $75,000 he 
had been carrying for a number of years 
and to take out new insurance with his 


Frank L 


alleged that 
mat 


was 
business 


! 
will be 
Insur- | 


company. Commissioner Button repri- 
manded Brock severely. Brock was 
cautioned to refrain from such prac- 


tices in the future. 


Benefits Not Subject to Writs 


Moody of Texas has ap- 
Bill 438 which provides 
insurance benefits, life, 
other kind, mutual, 
fraternal or other class of insurance, 
shall be subject to garnishment, execu 
tion, attachment or other form of writ 
which would claim any part thereof 
The bill is specific in exempting from 
any sort of writ for debt, any kind of 
insurance benefit whether weekly, 


monthly or for any other period 
° 


Governor 
proved Senate 
that no form of 
health, accident or 


Endowment for Sweet Briar 


senior class 


have insured 


The 75 members of the 
of Sweet Briar College 
their lives for $1,000 each for the bene- 
fit of the college, the policies being 
written on the endowment plan, matur- 
ing in 25 years. The insurance 
placed in the Equitable of New York. 
Dr. Meta Glass, a sister of United 
States Senator Carter Glass, is president 
of the institution which is located in 
foothills of the Blue Ridge, 12 miles 
from Lynchburg. 


Company Executives in Texas 


H. E. Worrell, secretary and general 
manager of the Omaha Life, spent 
eral days in Texas recently conferring 
with agents regarding selling plans and 
organization work for the year. He spent 
his time with State Manager W 


sev- 


most ot 
I’. Daman and several general agents 
While in the state he visited Dallas, 


Houston, San Antonio and Fort Worth 

W. E. Kreps, tield representative for 
the Bank Savings Life of Topeka, has 
been conferring with managers and gen- 
eral agents of the company in Texas re- 
cently. Mr. Kreps said every month of 
the new year has showed an increase in 
production of 100 over 
months last year in 


percent Same 


Te Xas 


Sentinel Life Organizing Texas 


The Sentinel Life of Kansas City is 
completing an active campaign tor 
agents in Texas, with satisfactory re- 


agencies for the life 
been established in 


general 
have 


sults. Five 
department 


Houston, Dallas, Wichita Falls, San 
Antonio and Amarillo. Sub-agencies will 
be established in connection with each 
of the general agencies, as the territory 


city is developed. F. L. 
superintendent of agencies 
secretary of the Sentinel, 
Murphey, field supervisor, 
returned from Dallas and 


around each 
Hildebrand, 
and assistant 
and Robert 
have just 


Houston 


Stock Sale Application Denied 


Universal Life of 
shares in Arkan 
the blue sky 


railroad com 


the 


stock 


Application by 
Memphis to sell 
has been denied by 
division of the Arkansas 
The division the rejection 
was made non-compliance 
with the Arkansas require 
such stock 


sas 
mission said 
because of 
ments for the 


sale of 





was | 
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PREMIUMS 


ting’ 


Home Office 


ONCE REDUCED 
ARE PERMANENTLY LOWER 


q_ War, Flu or other catastrophe can not raise them even 
to their original level as would be the case in “‘participa- 


’ insurance if ‘‘dividends’’ 


Do you know of any non-participating policies which 
provide for sharing in mortality savings and excess in- 
terest earnings? @ Premiums have been reduced under 
several forms of policies since 1919 and this unique feat- | 
ure is now regularly embodied in all forms of the low-rate 


non-participating policies issued by the 


FEDERAL UNION LIFE 


Cincinnati, Ohio 


were decreased or passed. 








In PEORIA, ILLINOIS 


records as agency builders, 
Far-reaching, 


manent. 





In SPRINGFIELD, ILLINOIS 
In ROCKFORD, ILLINOIS 


In these places we offer to men of character, with proven 
“old-time” 
contract with non-forfeiting renewal commissions. 

continuous cooperation will also be given to 
the end that your contract shall become profitable and per- 


NATIONAL FIDELITY LIFE 


RALPH H. RICE, President 


general agency 


INS. 
co 


Kansas City, Mo. 














TWENTY YEARS 


and the | 


CONFIDENCE of 


POLICYHOLDERS| 


assure 


OUR AGENTS 


THEIR OWN FUTURE | 


isSECURE 
Write for 


“FOURTEEN POINTS” 


A. M. Hopkins, Mer. of Agencies 
-PHILADELPHI A LIFE 
INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 








YOUR OPPORTUNITY 


A rapidly growing company, on a 
rock bottom foundation, is offering 
for a short period, an unusual op- 
portunity to keen men of organizing 
and selling ability. Our State Agent 
contract and General Agency con- 
tracts give you the opportunity you 
have been looking for. This com- 


pany has openings in Missouri, 
Iowa, Illinois and Minnesota. As- 
surance of integrity and recommen- 
dations required. Give full history 
of past and present avocations in 


first letter. If possible, forward 
recent photograph. All correspond- 
ence will be held in strict confi- 
dence. All contracts will be person- 
ally supervised by President. Ad- 
dress Lock Box 320, Lincoln, 
Nebraska. 





Sacenasenengnaaseoces omens. (0 “> 








THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
Ambitious Men of Sales Experience Will Be Interested in the Liberal 
Agents Contracts We Are Offering. 
Good Openings for the Right Type of Men. 
Clarence J. Daly, President 











insurance newspaper. 





Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
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MOUNTAIN STATES HAS MOVED 


Changes in Personnel Are Announced 
Following Transfer of Home 
Office to Hollywood 


The Mountain States Life formally 
opened its new home office in the Guar- 
anty building, Hollywood, Cal., last 
week, this marking the final step in 
the removal of its headquarters trom 
Denver to Los Angeles. It is under- 
stood that a new board of directors wil! 
be elected soon and that it will include 
a number of Los Angeles bankers and 
business men, 

Joseph H. Gray, general agent at Los 
Angeles for the past year of the Colum- 
bian National Life, has resigned to be- 
come home office supervisor of the 
Mountain States. Other appointments 
include the election of R. N. Sitevenson 
as vice-president and agency manager. 
He was formerly with the Southern 
California agency at Los Angeles of 
the Phoenix Mutual. J. M. Miller, for- 
merly with the West Coast Life of San 
Francisco and later with the Western 
National of Oakland, has been ap- 
pointed agency secretary and assistant 
to the president. Several years ago he 
vas secretary of the Montana Life. 


Colorado Bill Buried 


An attempt to revive interest in 
ate bill 223 in Colorado has aroused op- 
position from insurance men and policy- 
holders. The bill, introduced by Sena- 
tor Francis Knauss and sponsored by 
Jackson Cochrane, commissioner of 
Colorado, is believed to be effectually 
buried in committee. 


sen- 


The principal provision was that in 
case the solvency of a company should 
be in any way impaired, each policy- 


holder would be liable to the company 
for all dividends received by the policy- 
holder, even for a period of 20 years 
back, and non the policyholder re- 
fuse to pay back such dividends, a lien 
could be placed against the face value 
of the policy, to be collected with inter- 
est when the insured person died or the 


policy, if an endowment policy, became 
due. In addition the bill would make 
it impossible for an insurance company 
to comply with the law unless that 


company reincorporated as a Colorado 


corporation. 


Conviction for Rebating 


In what is said to be the first con- 








| insurance. 


fc re 


viction under the Idaho anti-rebate 
law, Oliver J. Smith, local agent of | 
Weiser, Idaho, has pleaded guilty of a 
charge of rebating to the assured, Bar- 
nev B. Linkous, of a portion of the 
$124 premium on a $10,000 life policy. 
Under the Idaho law both the agent 
and the assured are subject to prosecu- 
tion in a case of rebate and similar 


charges are pending against Linkous, 


who has asked additional time in which 
to enter his plea. 

Judge Markson of the probate court 

Weiser. who heard the case. imposed 

fine of $100 on Smith D. C. Neifert, 
nsurance commissioner of Idaho, instt- 
rated the formal charges against both 
men after a careful preliminary investi 
gation of the case and aided the prose- 
uting attorney in conducting the case 


California Bill Favorably Reported 


The hill introduced in the California 

r iture at the request of the life 
vents of the state received a “do pass” 
recommendation from the senate insur- 
ce committee last week. Rov R. Hen 
president of the Northern Asso- 





ition of California Life Underwriters 
at San Francisco, who appeared before 
the comn “ye was optimistic over its 
chances for apnroval. The measure in 
creases the qualification requirements of 
those Iving for license to act as life 
insurance agents and also regulates fur- 








ther the writing of other lines by life 
agents as well as the writing of life in- 
surance by agents and brokers licensed 
by the insurance department under the 
provisions of the fire, casualty and surety 
agents section. 


Oregon Life’s 21st Anniversary 


The Oregon Life will celebrate its 
21st birthday on April 12. 
will be observed by holding the 21st 
annual convention on that day and the 
following day, in the company’s new 
home office building. 


Crocker San Francisco Speaker 
Walton L. Crocker, president of the 
John Hancock Mutual Life, who is visit- 
ing the Pacific Coast, was the speaker at 


| former president of the National 


| 


The event | 


the weekly luncheon meeting of the San 
Francisco Commonwealth Club Friday. 
The Commonwealth Club is probably 
the largest and most influential civic or- 
ganization in the west with more than 
6,000 members in that one city. It holds 


| weekly luncheon meetings which are ad- 


dressed by prominent business and pro- 
fessional men with national and inter- 
national reputations. 


Agents Meet in Denver 


Colorado and Wyoming agents of the 
Aetna Life to the number of 75 met in 
Denver recently. The sales session and 
mid-day luncheon was followed by a 
theater party in the evening. Among 
the speakers were: J. Stanley Edwards, 
Asso- 
ciation of Life Underwriters; Prescott 
W. Eames, Grand Junction, Colo.; R. 
C. Larson, Hartford, Conn.; Leroy Mc- 
Whinney, and Rev. A. H. C. Morse of 
the First Baptist church, Denver. 








-IN THE ACCIDE. NT AND HEALTH FIELD | 














J. J. CROWLEY HAS RESIGNED | 


Well-Known Underwriter Quits Post | 


as Head of Accident Department 
of Missouri State Life 


John J. Crowley has resigned as sec- 
ond vice-president of the Missouri State 
Life. 

Joining the staff of the Missouri State 
Life in March, 1921, Mr. Crowley de- 
voted his energies to organizing a de- 
partment to handle accident and health 
In the six years which fol- 
the department wrote $2,156.77 
the total for the year 
ending Dec. 31, 1926, being $638,855. 

With the success of the accident de- 
partment an assured thing, Mr. Crowley 
felt at liberty to withdraw from the 
Missouri State Life organization and is 
considering several propositions at this 
time. His plans for the future are not 
complete, however, and it is expected 
that he will take a short vacation be- 
coming to a definite decision. 

Mr. Crowley is well known in insur- 
ance circles, having been connected 
with the Travelers for many years. He 
resigned his position as assistant secre- 
tary of the accident department of that 
een to go with the Missouri State 
.17e, 


low ed, 
in premiums, 


Misrepresentation Voids Contract 


SALT LAKE CITY, UTAH, April 5— 
Misrepresentation concerning one’s phy- 
sical condition at the time of making 


application for a 
Utah supreme 


policy was held by 
court to be sufficient 
grounds for company to refuse to pay 
an accident and health claim. The dis- 
trict court held that Tom Moustsoukos of 
Salt Lake City could recover on a policy 
issued by the Mutual Benefit Health & 
\ccident, although it had discovered that 
he had misrepresented his physical con- 
dition at the time of making application. 
The high court ruled that the insurance 
having been granted as a result of plain- 


tiff'’s misrepresentation the contract 
existing between him and the association 
was void 


Comments on Accidents 


NEWARK, N. J., April 6 
compiled by the Newark Safety Council 
show that 97 persons lost their lives in 
this city as a result of automobile acci- 
dents last year, while industrial acci- 
dents killed 40, and an additional 99 met 
death in consequence of injuries suffered 
in their homes. In commenting upon 


accidents in the home, Fred M. Roseland, 


secretary manager of the Safety Council, 
said “In the opinion of safety experts 
of long standing unquestionably the 


number of non-fatal accidents in or about 


nounced 


! press, 


the | 


Statistics 


COMMITTEES ARE APPOINTED 


Chairmen of Various Groups of Inter- 
national Claim Association Are 
Announced by President Bean 


H. S. Bean, president of the Eastern 
Casualty and also president of the In- 
ternational Claim Association, has an- 
the list of committees of the 
association, for 1927. The chairman of 
the various committees are as follows: 

Program, C. QO. Pauley, secretary 
Great Northern Life; membership and 
credentials, C. O. Piper, superintendent 
of claims, Massachusetts Protective; 
hotel and accommodations, E. L. Earl, 
Sun Life, Montreal; entertainment, R. 
D. Bedolife, manager, Continental Cas- 
ualty, Toronto; auditing, John P. Ben- 
nett, assistant secretary, United States 
Casualty; legal, Martin P. Cornelius, 
vice-president Continental Casualty; 
medical, Dr. John B. Jack, Chicago; 
L. D. Erion, manager claim de- 
partment, Travelers Health Association, 
Omaha; vear book, A. R. Chamberlain, 
chief disability and accident and health 
division, Equitable Life of New York; 
attorneys and adjusters directory, R. R. 
Harrold, general claims representative 
Pacific Mutual Life, Chicago. 


Walters Goes to > Washington 


H. G. Walters, formerly manager of the 
Washington-Fidelity-National at Atlantic 
City, has been appointed manager at 
Washington, D. C He built up quite a 
business at Atlantic City. 





| NEWS OF LIFE POLICIES 


| New Policies, Premium Rates, Dividends, Surrender 
Valwes and all Changes in Policy Literature, Rate 

| Books, etc. Supplementing the ‘Unique Manual- 

| Digest,” published annually in May at $4.00 and the 


| “Little Gem“ published annually in April at $2.00. 











WAIVER OF PREMIUM ALONE 


Union Central Life ie Tells About Its 
Rules and Rates for New 
Disability Clause 
The Union Central Life has announced 


total 
pro- 


that it is now prepared to issue 
and permanent disability 
viding for waiver of premium alone. 
Until now the disability provisions have 
been limited to combined premium waiver 


clauses 


and annuity benefits. For the new clause 
alone the maximum limit is $100,000 
For the annuity and waiver together 


the limit remains at $25,000 In combi- 
nation, when the maximum of $25,000 an- 





the home exceeds the number of non- | nuity and waiver has been issued, not 
fatal accidents in any other group by a| more than $25,000 will be issued with 
correspondingly larger percentage. Nu- | waiver alone. In combination, when less 
merically this is true, but actually the |that the maximum annuity and waiver 
hazards are obviously much less, both in | has been issued, the limit is defined as 
number and severity. The fact is that | follows: For each full $1,000 of insur- 
non-fatal home accidents are so common | ance, less than $25,000 with the annuity 
people take them as a matter of course.” |!and waiver clause, $3,000 of insurance 








may be added to $25,000 of insurance 
with the waiver only clause. Thus, if 
there is $24,000 with the combination 
clause, $28,000 more may be issued with 
the combination clause, $40,000 may be 
issued with the new clause, and so on. 
On satisfactory evidence of insurability 
and payment of the accumulated reserve 


the new clause will be added to out- 
standing policies after Jan, 1, 1915. 
An illustration of the annual extra 


disability premium to be charged for the 
new clause follows: 





Ord. 20 20-yr. 10-yr. 
Age Life Pay End. Term 
iutavaewe 82 .30 .36 .30 
BB. ccovcses 37 .30 .38 .30 
BB eccccvess .59 32 .40 .30 
Catan neces 1.16 81 94 .30 
A 3.77 2.90 2.72 94 
Springfield Life 
The Springfield Life of Illinois is is- 
suing a new $1 per month policy which 
provides for the payment of the face 
amount of the policy in the event of 


the assured before reaching 
as an endowment on the anni- 


death of 
age 80, or 


versary of the policy nearest the 80th 
birthday if the insured is living. The 
policy is issued in units, the premium 


rate being $1 a month for each unit re- 
gardless of age of applicant, between 10 
and 60 years. It is a participating policy. 
Following are the amounts of insurance 
purchased at various ages of issue by 
the fiat premium of $1 per month: 









Age Amt. Age Amt. Age Amt 
10 775 27 $532 44 $229 
11 763 28 515 45 287 
12 752 29 500 46 275 
13 741 30 485 47 264 
14 725 3 472 48 253 
15 714 32 457 49 242 
16 704 33 442 50 232 
17 6990 34 427 51 222 
18 676 35 413 52 211 
19 662 36 400 53 202 
20 649 37 386 54 192 
633 38 373 55 183 

2 613 39 360 56 174 
23 599 40 347 57 165 
24 581 41 334 58 156 
an 565 42 323 59 148 
2% 46 43 311 60 140 

Connecticut General 
The Connecticut General has an- 


nounced new and more liberal rules cov- 
ering insurance on women with reference 


to engaged and married women and 
with reference to the maximum. Here- 
after engaged women will be considered 


for insurance on the same basis as are 
other unmarried women, and the require- 
ment that married women must have been 
married at least two years before they 
will be considered for insurance has 
been waived. The company will consider 
women for a $100,000 maximum instead 
of $50,000, as formerly. 

Women will not be considered for in- 
surance during pregnancy nor until three 
months from the day of confinement, 
however, nor will they be eligible for 
term insurance. It is also provided that 
complete inquiry blanks be submitted to 
the home office for authorization of ex- 
amination before appointments for med- 
ical examinations are made. 

The Connecticut General has announced 
it has taken advantage of recent North 
Carolina legislation and that in future 
it will write nonmedical policies of $5,000 


and less in that state. 
Pacific Mutual Life 

The Pacific Mutual has just announced 
that the dividends payable after July 1 
will be a continuation of the present 
seale The interest rate of 4.9 percent 
allowed under participating settlements 
and dividend accumulations will also 


continue. 


Nebraska Fraternal Bill Passed 


The Nel passed the 
house bill fraternals to 
write cash into their 
policies to the unearned 


rraska senate has 
which will permit 
surrender values 
extent of the 


premium The bill provides that the Na- 
tional Fraternal Congress table of mor- 
tality with a 4 percent assumption shall 


computations, and an 


¢ 


be used in making 


amendment made at the suggestion ol! 
other insurance men provides for revalua- 
tions annually, and throws other protec- 


tive measures around other funds of the 


fraternals 


secretary, and A. H 
manager of the North 

Nashville, were in 
Little Rock recently for an inspection 
of the company’s business there. While 
in the city they had a conference with 
Claud C. Smith, state manager 


FE. O. Brankley, 
Hammond, agency 


American Life of 
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PEORIA HAS GOOD MEETING 


S. S. Huebner Delivers Principal 


Dr. 
Address Before Underwriters 
and Their Guests 
PEORIA, ILL., April 6—Liie un- 


cderwriters of the Peoria Association and 
representatives of nearby associations, 
with visiting bankers and other business 
men attended a sales congress in Peoria, 
Iil., April 1, under the auspices of the 
Peoria Association. The congress was 
preceded by a luncheon, following which 
an address of welcome from the asso- 
ciation of commerce was delivered by 


J. P. Hunter, vice-president of that 
or vanization. 

The main attraction was Dr. S. S. 
Huebner of the Wharton School of 


Finance and Commerce, who spoke on 
“What Life Insurance Does for the 
Payer of the Premiums.” The audi- 
ence was intensely interested in the ad- 
and the unanimous verdict was 
that a totally new light had been thrown 
upon the subject. 


dress 


Another speaker was Charles T. 
Boyd, who is an associate manager of 
the Travelers at its Toronto office. 


Mr. Boyd delivered an address showing 


|} getting 


| esting 


what are the essential features of a suc- | 


cessful life underwriter. 

The next meeting of the association 
will be held April The principal 
address will be delivered by Rolla Wil- 
son, vice-president of the Central Life 
of Illinois. His subject will be “Sell- 
ng Life Insurance.” 


9° 


x 

Nashville, Tenn.—C A. Craig, presi- 
ent of the National Life & Accident, 
was the principal speaker at the meet- 
ng of the Nashville association last 
week and gave an effective and highly 
ypreciated address. 

Lincoln, Neb. — Following a very 
spirited and frank discussion of the 
iestion of how to prevent life insur- 

ce agents from being the victims of 
piracy, the executive committee of the 
Lincoln association was instructed to 
present a protest to the insurance com- 
missioner against the action of direc- 
tors and officers of life insurance com- 


panies in securing policies for their em- 
and friends without the necessity 
payment of commissions, and asking 
t it be stopped The committee 
ilso authorized on behalf of the 
ion to protest against the issuance of 
to certain men who them 
either to secure insurance for themselves 


oves 


tha is 


associa- 
] 


licenses use 


or others without observing the law or 
ethics of the profession 

Plans were made to invite Dr. S&S. S 
Huebner of the University of Pennsyl- 


DELIVERIES STARTED 
ON LITTLE GEM CHART 


(CONTINUED FROM PAGE 7) 

formation is not inserted therein be- 
cause any particular company wants it 
shown, nor is there any favoritism shown 
the publishing of the various net 
ost exhibits and so forth, and the Little 
Gem therefore can be used as an impar- 
ial authority. The aim of the compilers 
s to get up material that is absolutely 


reliable and authoritative and as com- 
lete as can be shown in a hook of this 
size and for reference purposes only. 

It is certain that the 1927 Little Gem 
Life Chart will receive a greater re- 
sponse than any preceding editions, 
even though the book has proven its 
worth in the past, and the publishers 
eel that the subscribers will receive 
ore value for their money than in any 
ther similar publication which is on 
he market. To those offices who will 
not in the regular course of events 

eive a copv of the new book, the 
thlishers will forward a copy for in- 


spection purposes to those who make a 


request. Address any office of Tue Na- 
IONAL UNDERWRITER 
The Little Gem is $2 a copy. 


| mittee 
| ation. 


| ager of the Phoenix Mutual in San 


\ 


vania to speak this spring. It was also 
decided to try for the university scholar- 
ships offered by the national organiza- 
tion to local groups making the best 
membership growth showing. A plan of 
an insurance text book in 
public schools was presented and dis- 
cussed. 
~ * x 

Pittsburgh, Pa. The 
branch of the Pittsburgh association at 
a recent meeting indulged in an 
round table discussion of insur- 
ance topics. C. M. Stitt, chairman of 
the branch, presided The next meeting 
will be held at Latrobe. 

L. H. Conn of the Pittsburgh agency 
of the Equitable of Iowa addressed the 
last meeting of the Washington branch, 
which was preceded by a chicken dinner. 
Mr. Conn discussed the subject, “Looking 


Greensburg 


NATIONAL UNDERWRITER 


} 
| 


the | 


inter- 


at Ourselves as Salesmen.” Roger K 

Patton, chairman of the branch, presided 
at the business session at which a re- 

port was given to the effect that the | 
school authorities in Washington were 
willing to have the branch conduct a 
life insurance essay contest in the high 
schools there A special committee was 


named to make arrangements and set 
the date for the event. 
*« * o& 


Northern California.—A course of study 
for life underwriters of San Francisco 
has been devised by the educational com- 
mittee of the Northern California asso- 
ciation. The course is only tentative but 
will be placed before the executive com- 
and the association for consider- 
Attendance at the classes would 
be limited. Clarence W. Peterson, man- 
Fran- 
chairman of the committee in 
charge. A meeting with company man- 
agers will be held in San Francisco 
April 8. 

The recent sales congress in San Fran- 
cisco was a financial success as well 
in the usual educational way, according 
to the report submitted to the executive 
committee at its monthly meeting held 


cisco, is 


as 


at the suburban home of A. V. Bayley 
Jr. of the Northwestern Mutual Life 

Des Moines.—A large attendance of 
members of the Des Moines association 
and their families featured the ladies’ 
night party Saturday night. The ban- 
quet was followed by the presentation 
of the playlet, “The Heart of the Estate.” 
Vernon Blank and George Pflanz, asso- 
ciation members, assisted in the presen- 
tation of the play. 

* x *x 

Chicago—The next meeting of the Chi- 
cago association will be held in the ball- 
room of the Hotel La Salle, next Thurs- 
day noon, April 14 Stratford Lee Mor- 
ton, general agent for the Connecticut 
Mutual Life at St Louis will be the 
speaker, taking as his subject “Income 
Insurance.” Mr. Morton has made a 
specialty of income insurance and has 
become somewhat of an authority on this 
subject 


SUMMARY OF CHANGES BY 
LIFE COMPANIES IN YEAR 


CONTINUED FROM PAGE 8) 
business after Jan. 1, 1927 Has been 
in use in Canada since 1922 

. > * 

Central Life, Ila.—No change in 1927 
dividend scheduls Ordinary life form 
changed to endowment at age 85. Premi- 
ums reduced up to age 25 and increased 
above that age on this form Added 
whole life $5,000 and commercial lif 
which latter form provides for one-half 
maximum premiums during first 10 years 
or if over age 50 at issue, during first 
5 years Began accepting children ages 
10 to 14 on 20 payment life and higher 
premium forms on Dec 1, 1927 


HEALTH PRESERVATION 
ACTIVITIES ARE URGED 


(CONTINUED FROM PAGE 10) 

aid public health nursing; aid pure milk, 
meat and water supply; disseminate life 
insurance information and bearing 
on health and lengthening otf 

Other activities suggested are to pro- 
mote cooperation with such public 
health movements the prevention 
tuberculosis and cancer, the establish- 
ment of dental clinics, sex hygiene, pro- 


its 
] 


lite 


as ot 


8 

















Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has always stood safe and secure 
as a foremost disciple of Pure 
Life Insurance. 


Newark, N. J. 
Organized 1845 


The Mutual Benefit Life Insurance Co. 














In the Spring the Deskman’s Fancy— 


Spring, and the fragrant lure of the great outdoors! 
Year after year you, tied to your desk, chafe when the 
miraculous new life has come. 
there is no finer, freer, more soul-satisfying, more profitable 
occupation for any man or woman. 


any longer? 
into a new and 


The PENN MUTUAL enjoys the highest prestige 
Policy contracts are unexcelled, net cost is 
low, equipment of Agents is especially serviceable and com- 
plete, and the relationship between the Field and the Home 
Office is one of warm comradeship. Emancipate yourself, 


everywhere. 





finer life. You canif you will! 


for once and all, and join our ranks! 


The Penn Mutual Life Insurance Company 





Philadelphia, Pa. 


Organized 1847 


Ours is outdoor work, and 


Why endure that desk 
Breathe the spirit of Spring, and step forth 




















If 


Territory does make a difference 


If 


Close co-operation is necessary 


If 
A friendly interes 





If 
You are a producer 
If 


If 
t is needed 


Write or wire 


You believe in yourself 


You want a REAL jeb 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 














| Imcorporated 1871 


Admitted Assets, Over Fifty-One Million Dollars 


Insurance 


| Payments to Policyholders in 1925, Over Three and One-Half Millicn Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 
BRADFORD H. WALKER 


JOHN G 


' (Aairman of} 


Ww 


————___—$— 


f the Board 


in Force, Over Three Hundred Million Dollars 


ALKER 
President 


| The Life honemeiens Comes of Virginia 
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LIFE INSURANCE EDITION 


1927 


April 8, 

















POLES SD: STIS A IIE 





Life Insurance in Force 
December 31, 1926 
(Ordinary and Industrial) 


$383,578,015.00 


Surplus Security to Policyholders 


$3,874,514.37 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. L. Moody, Jr., 
President 


Shearn Moody, 
Vice-President 


W. J. Shaw, 
Secretary 








§ This Company is now in the v 


ee 


Effective January 1, 1927 


New Increased Dividend Scale 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
BOSTON, MASS. 


ery Forefront on Low Net Cost 
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We tevecpentngs A. i* Pe S353 


SAY | 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 








Because we have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’ . 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 


. Md., Mich, 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 


COMPANY of CHICAGO 


B. R. NUESKE, President 











phylaxis against venereal disease, school 
inspection, National Safety Councils, 
etc.; encourage health inspection in pub- 
lic and other schools by legislation, ap- 
propriations and public sentiment; pro- 
mote industrial hygiene; promote acci- 
dent prevention; stimulate activity of 
communities in improving health con- 
ditions by surveys, publicity, prize 
awards and other methods. 

The list of suggested organizations 
to participate in the activities of the 
conservation committees include life 
underwriters’ associations; local, state 
or national health departments—health 
officers; local or county medical soci- 
eties; American Public Health Associa- 
tion—officers; public health nursing and 
other nursing associations; child health 
organizations; industrial health organ- 
izations; local hospital association: 
Tuberculosis Association; Skin and 
Cancer Association; American Red 
Cross; community chest or board of 
charities; accident prevention organiza- 
tion and National Safety Council. 


AID FOR INSURANCE LIBRARY 
Edward A. Woods Urges Life Men to 
Support Plan of Howard School 
of Business Administration 








Edward A. Woods of Pittsburgh, 
chairman of the chamber of commerce 
cooperative committee of the National 
Association of Life Underwriters, is urg- 
ing that the fullest support be given by 
all those in the life insurance business 
to the effort of the Business Historical 
Society of Cambridge, Mass., to include 
as complete a history as possible of in- 
surance and salesmanship in the new 
business library of the Harvard Gradu- 
ate School of Business Administration. 
Letters explaining the plan for the busi- 
ness library have been sent to the presi- 
dents, secretaries and executive commit- 
teemen of all local life underwriters as- 
sociations, to the president, medical di- 
rector, counsel and actuaries of all life 
insurance companies, totaling something 
like 2,000 in all. 

The National Convention of Insur- 
ance Commissioners has offered its co- 
operation by bringing this before the in- 
surance department of each state. The 
movement has been endorsed by the 
commissioners, by the National Associ- 
ation of Life Underwriters, the Ameri- 
can Life Convention, the Actuarial So- 
ciety of America and the American 
Institute of Actuaries and has been ap- 
proved by the insurance advisory com- 
mittee of the Chamber of Commerce of 
the United States. 

It is hoped that this may be made the 
most complete life insurance library in 
the world. The collection can be built 
up by gifts of books, papers, policy 
forms, pamphlets, etc., scattered in thou- 
sands of company offices, insurance de- 
partments, local agencies, company and 
private libraries, which would be of 
much greater value if permanently 
housed and classified in this collection. 





Returns From Coast Tour 


Cornelius J. Shea, agency director for 
the Continental Life of St. Louis, has 
returned from a tour of the Pacific 
Coast. While away he made arrange- 
ments for several large agencies to rep- 
resent his company. 














ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 

HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 




















NEWS FROM NEW YORK 


(CONTINU ED ) FROM PAGE 14) 
life. On the death of a male employe, 
his beneficiaries will receive $1,000 
life insurance in addition to the sum 
he has saved. Beneficiaries of won 
employes will receive $500 of insur- 
ance plus savings. In cases of disabil- 
ity before 60, employes will receive the 
full amount of their insurance in month! 
installments and additional payments de- 
pending upon the amount of their sav- 
ings deposits. If the employe withdraws 
from the plan for any reason—and this 
is most important from the standpoint 


of the worker—he will receive a cash 
payment made up of all his deposits 
plus interest. 

+. - * 


WILL DEVELOP AGENCIES 


The Home Life of New York is nov 
well under way with its plans for de- 
velopment of its agency organization 
throughout the country, according to 
ene of its leading executives. In having 
recently secured the services of James 
A. Fulton, formerly vice-president of 
the Continental American Life of Dela 
ware, the company feels it has an agency 
man second to none in the country. At 
the present time no plans for expan- 
sion are being considered. All efforts 
will be concentrated in strengthening 
and developing the present field organ 
ization which consists of approximately 
60 agencies located in 36 states. As the 
new superintendent of agencies, Mr. 
Fulton has already laid out his cam- 
paign and made a number of contacts 
with the field. having traveled about 
quite extensively since he assumed his 
new duties March 1. 


MOST POPULAR FORMS SHOWN 





Limited Payment Life Policies Are 
Taken in Bankers Life More 
Than All Others 





Limited payment plan insurance is de- 
cidedly the most popular of all forms 
being written by the Bankers Life of 
Iowa, judgment being made from the 
comparative amount of business written 
on each form over the past three years. 
Of all the limited payment plan policies 
written by the company two, life paid-up 
at age 65 and life paid-up at age 70, 
formed the basis upon which more than 
67 percent of the record 1926 business 
was written. Life paid-up at age 65 is 
the newer of these two policies and is 
one that is rapidly gaining favor, as in- 
dicated by the fact that since 1924 the 
percentage of business written on it has 
increased from 4.62 to 29.82, although 
of all policies, the greatest business has 
been on life paid at age 70. Ejighteen- 
pay life has ranked next to the two poli- 
cies specified above in percentage of 
business written over the past three year 
period. 


INTERESTED IN THE COLLEGE 
Life Men Will Support the Project to 
Have Professional Certificates 
Issued to Agents 





Life insurance men will be intereste 
in the American College of Life Under- 
writers which is to grant certificates 
under the auspices of the National As- 
sociation of Life Underwriters with the 
initials “C. L. U.” This means char- 
tered life underwriters. The officers 
and directors of the American College 
will meet in Washington, D. C.. May 3 
to work out the details. The American 
College will be chartered under the 
District of Columbia. A list of some 
of the prominent life insurance men has 
already been prepared to whom the de- 
gree is to be awarded at the Washing- 
ton meeting. It is planned that within 
the next two years the American Col- 
lege will establish a regular life insur- 
ance course in some leading university 
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It Is the Man Inside One and Not the 
External Veneer Which Determines 
Whether or Not One Will Win Success 


BY JOSEPH J. DEVNEY, Cleveland 


RECENTLY read in a booklet on 
“Scientific Salesmanship” some ad- | 
monitions to salesmen, which when 
considered that they were meant for 
grown men, were really amusing. It 
was stated that he who would be a 


howling success as a salesman should 
adorn his person with sombre clothing 
of inconspicuous pattern, wear a cravat 


of a modest color, have each shoe well | 


polished, carry his head perpendicular, 
he should 


etc., etc. Oh yes, and that 
comb his hair at least two or three | 
times a day. (No doubt those sans hair | 


would be permitted to use a towel in 
order to produce the magic effect.) 


Attractive Surface 
Is Not Sufficient 


\ few years ago a fellow about my | 


to write the 
having ad- 


used 
but 


and limitations 
same kind of “dope;” 


size 


vanced in years, at least, he has come | 
to the conclusion that after all it isn’t | 


counts. The clothing is merely 
shell, and while it is advisable to have 
a good looking shell, yet if it be empty, 
it will not amount to much. 

One of the most forcible men I ever 
knew was a New York friend who died 
recently. His annual income was prob- 
ably $50,000. He had built this up from 
an original investment of two hands and 
the rest of a complete anatomy and a 
determination to win. He was a big 
man inside and I am confident that he 
could have gone into any office on Wall 
street clothed in a bathing suit, and com- 
manded an audience. 


Lack the Real 
Goods Inside 


There are others whom I know, and 
many whom you know, who can comb 
their hair several times a day, have their 
boots polished in the latest fashion, 
wear conventional black or any other 
color, who could not hold the attention 


' 


the | 





got it. They are simply veneered. They 
are not the real goods inside. 


Strong Personality Will 
Not Let Clothes Matter 


Some years ago a member of the U. 
S. diplomatic service abroad complained 
that since members of the diplomatic 
corps were not permitted to wear other 
than conventional dress suits they were 
sometimes taken for waiters. A con- 
gressman in reply hit the nail on the 
head by saying that anyone who did not 
have sufficient force and _ distinction 
about him to prevent people mistaking 
him for a waiter wasn't big enough itor 
the job he was holding. In other words, 
he was not big enough inside 

Isn't it clear that the proper caper for 
| salesman who would increase his 
ability to enhance his power 


the 


earning 


should begin by employing a little, or a 
lot, as the case requires, of mental fer- 
tilizer and grow inside. That is my 


and I be 


deduction from the premises, 
heve the reasoning logical 


Hardest Thing to Learn 
Is One’s Own Deficiencies 


The hardest lesson any one of us has 
to learn (and yet the first one we ought 
to learn) is that, if things don’t come 


our way as they apparently should, we 




















in this connection, the character of re- 
ports which come from salesmen. Those 
from one class read something like this: 
“I herewith enclose two applications. 
Che A, and B. companies were in com- 
petition with me, but by good hard work, 
[ got away with the business.” Those 
from the other class read about as fol- 
lows: “Times are hard and business is 
rotten.” “No one seems ready to buy 
vet; may get some later.” “A is getting 
the business on a friendship basis,” and 
other similar excuses. 


Must Look Within 
In Case of Failure 


two classes of reports clearly 
the type of men in the field, 
e successful and unsuccessful. The 
former overcome all obstacles and get 
the business. The latter stumble over 
the least obstacle and let the other fel- 
low get the business. In fact, they are 
continually looking for something which 
will plausibly excuse their failure. When 
we fail, the first place we should look 
for fault is within ourselves; then, after 
conscientious but unsuccessful effort to 
discover the cause of failure within, it 
is time to look elsewhere. 

The first step in actual growth is to 
realize that we need to grow. When 
we really appreciate this fact, the grow- 


These 
ndicate 


+) 


the outside, but the inside man that! of a big man one minute, if they ever | are deficient. It is interesting to note ing process has already begun. Realiza- 


WHICH IS THE LOWEST 
| COST COMPANY? || 


Perhaps no company can claim to have the Lowest Cost 
on all form of policies at all ages and for all durations, but 
the net cost of our “SPECIAL FIVE” is very unusual. 
Compare our cost on this policy with that of Government 
Insurance or with that of the lowest cost company you 
know of. 


The Prefered Risk $5,000.00 Special | 


Ordinary Life, $5,000, Age 35, Premium $106.50. Dividend first 
vear $17.25 (contingent upon payment of second premium). Net Cost 
First Year $89.25 or $17.85 per thousand! 














A Bona Fide 
Proposition 


‘Pye you organize and train a 
corps of field-men? Have 
you made a production record 
that would inspire your men with 
the possibilities of great gain in 
the sale of excellent life insur- 
ance? If so write or wire us at 
once, 

We are organizing Minnesota 
and have attractive openings in 
Illinois, Michigan, and South 
Dakota. 





HOW DOES THIS STRIKE YOU? IT IS GOING OVER BIG! 


PERFECTED ENDOWMENTS return the savings in addition 
to the face of the policy at death. The forfeiture of the excess pre- 
miums over the ordinary life premiums is avoided. 

CHILD’ ENDOWMENTS issued from Age One Week up, with 
Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 


The improved GOLDEN RULE AGENT’S CONTRACT gives— 


UNRESTRICTED TERRITORY 
AUTOMATIC PROMOTION 
VESTED RENEWALS 


Correspondence confidential. 


| 
| THE BANKERS RESERVE 
| LIFE COMPANY 


E hi bl Id i f h Home Office 
verything any reasonable man could want is yours for the 7 
asking if you are the right kind of man. | Omaha, Nebraska 


R. L 


The Columbus Mutual Life | ,a 


Insurance Company 
580 E. Broad Street, Columbus, Ohio 
Cc. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 


Robison, President 
Preston, Vice-President 
Wagner, Secy.-Treas 


Millions of Assets 








Business in Force, $110,400,000 
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ACTUARIES 











BR ARRETT N. COATES 


CONSULTING 
ACTUARY 


384 Pine Street - - San Francisco 








ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
we N. Le Selle 
Telephone 7298 


CHICAGO, ILL. 











NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


36 WW. 44th St. New York City 











CELAMOMA _ 


J. MeCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 




















L A. GLOVER & CO. 
m Consulting Actuaries 
@ South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 








H. NITCHIE 
e ACTUARY 
1523 Assn. Bldg. 19 S. La Salle St. 














Telephone State 4992 CHICAGO 
INDIANA 
AIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





E L. MARSHALL 
* CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 











MISSOURI 

4 J OHNE. HIGDON 
ACTUARY 

@4 Argyle Bldg. Kansas City, Me. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 








RED D. STRUDELL 
CONSULTING ACTUARY 
TZ2 Chesteut St. 

St. Louis 




















sarily a slow one. But like all others, 


it can be made sure. 


Men Are Content to 
Live Without Thinking 


It is not easy to understand why 
some men are seemingly content to lead 








tion of self-deficiency is the seed of 
growth. Ambition will fructify the 
seed. The growing process is neces- | 


pygmy lives so far as brain power is | 


opportunity is 
A 15 h. p. 
itself into 


| concerned, when every 
| afforded for development. 
automobile cannot increase 


one of 90 h. p., but a man can increase | 


his brain power. No one can do it for 
him though; he must do it 
| Furthermore, he cannot do it by dream- 
ing; he must burn the midnight oil. 
According as he increases his _ brain 
power by broad study, just so his ability 
to meet bigger men on their own level 
will grow. 


General Reading and 
Study are Worth While 


Besides increasing one’s ability by 
| general reading and study, one should 
also increase his power to make pros- 
pects see things his way, to best his 
competitors. To do this, he must study 
his business. He must be well informed 
not only about his own contracts, but 
those of other companies with which 


himself. | 


himself in the background; his age does 
not enter as a factor. However, until 
he is able to do this without the feeling 
of timidity, it is scarcely advisable for 
him to attempt to do much with large 
business. His trepidation would thwart 
success. He had better grow gradually, 
than to attempt the impossible and be- 
come discouraged. 


Years of Preparation 
Needed for Perfection 


A new man cannot be expected to se- 
cure the same volume of business as the 
experienced. The men who write the 
big business may have worked years to 
get to the point where they can do it. 
It is the same in any occupation. A 
Venetian nobleman one time engaged a 
celebrated sculptor to make a bust for 
him. The work was completed in a 
few days and a bill for $1,000 presented. 
The nobleman was greatly pleased with 
the work but protested that the charge 
was too high, inasmuch as it only re- 
quired a few days to perform it. “Ah, 
yes,” replied the sculptor, “but it took 
me 30 years to learn how to do it in a 
few days.” 

Ask vourself this question seriously 
once in a while: “Am I growing day 
by day so that after awhile I will be 
able to get business easier than I am 
now?” 


| 








WITH INDUSTRIAL MEN | 


NEWS FROM THE PRUDENTIAL 
Promotions of a Number of Field Men 
Have Been Announced—Good 
Records Are Made 











Superintendent O. A. Woods, of Phila- 
flelphia No. 11, is evidently out to make 
this year a banner one in monthly in- 
come policy production for the Pruden- 
tial. He is at present leading Division D 
in this branch and has had a number of 
these policies written each week of the 
present vear. Superintendent W. E. 
Lyon, of Philadelphia No. 6, is closely 
pressing Superintendent Woods in this 


| respect. 


he is apt to come in competition. The | 


| study must be continued to keep one 
up-to-date. . New conditions are con- 
tinually arising. The man who has been 
out of the business five years, although 
he was up-to-date then, would be se- 
riously handicapped by entering it now 
without a careful study of present day 
conditions. Besides, a salesman should 
| study to offset what he forgets. Man’s 
sum of knowledge of anything is always 
changing. He is sure to forget some- 
thing from time to time and must offset 
this by careful observation and study, 
or the pressure in his “think tank” will 
| get so low there will be little force in 
it. Knowledge is power because the 
man who knows can put conviction 
behind his statements and convince; the 
man who guesses finds it difficult to 
make the other fellow believe he knows. 


Ability and Not Age 
Is What Counts Most 


| detached offices. 


A young man said recently that he | 


hesitated about soliciting men consider- 
ably older than himself, believing they 
| would resent advice from one so young 
regarding those features of their affairs 
with which insurance is associated. It 
is doubtful if there is ever much real 
cause for this feeling. 
mercial world counts for little either 
way, especially among those who have 
| been successful. It is value men are 
looking for these days when they spend 
their money. The efficient salesman 


| puts his goods in the foreground and 


Age in the com- | 


| 





Agent Wilson Health, of Connersville, 
Ind., has been promoted to assistant sup- 
erintendent at Richmond, Ind. 

Assistant Superintendent T. D. Bart- 
lett, of the sedford, Ind., assistancy 
(New Albany District) has regained the 
leadership of Division G in industrial in- 
crease. 

The growth of the company’s business 
at Bloomington, Ind. (New Albany Dis- 
trict) has necessitated the appointment 
of an additional assistant superintendent 
at that point Agent S. C. Bartlett is 
promoted to the new assistancy 

Agent Robert Cox has been promoted 
to the assistancy ranks of the Portland 
No. 2 district. 


JOHN HANCOCK MUTUAL NEWS 


Number of Men Have Been Promoted 
to Superintendents Owing to 
Their Good Record 


The John Hancock Mutual opened an 
agency at Mount Vernon, N. Y., in the 
territory formerly covered by the Mount 
Vernon, Port Chester and White Plains 
Superintendent Joseph 


Shiel, transferred from New Britain, 
Conn., will have charge of the new ter- 


ritory. Mr. Shiel is succeded in New 
Britain by Michael J. Riley, whose ter- 
ritory formerly was Malden. Other 
changes in the John Hancock force are: 
Andrew A. Bagusin, formerly assistant 
superintendent at St. Louis III, has been 
transferred to Peoria, III. John F. 
Houlihan has been chosen to succeed Su- 
perintendent Brauel at Detroit V. James 
Burke has been promoted from assist- 
ant at Chicago TIT to superintendent at 
Chicago VIT. Charles FE. Fox took over 
the superintendency at Canton. Still 
other promotions are the following: 
From agents to assistant superintend- 
ent—Alexander Smith at Malden; Harold 
Brown at Detroit No. 5: Thomas F. Ken- 
nedy at Davenport: Herman A. Moore at 
Columbus; Frank Granatelli at Hacken- 
sack: Linus H. Case at Flint; Kearney A. 
Stabenow at Aurora; Harton H. Ford at 





Omaha; Earl R. Mason at Allentown; 
Theodore F. Lackner at Long Island City; 
Cornelius P. McLLarner at Lowell; Otto 
H. Uhliman at Elizabeth. From assist- 
ant superintendent at Flint, Mich., to 
assistant superintendent at Germantown, 
Philip Salva; from assistant cashier to 
cashier—Michael Laveglia, from Cleve- 
land No, 1 to Canton; William E. Lynch, 
from Younkers to Mt. Vernon. From 
training cashier to cashier—John M. 
Dowling, from Rochester to Glens Falls; 
Norbert B. Otten, from Cincinnati No. 2 
to Columbus. From cashier at Columbus 
to cashier at Allentonn—Joseph J. Gaff- 
ney. From cashier at Allentown to as- 
sistant cashier at Philadelphia IV—Wes- 
ley B. Adams. 

A new agency has been established in 
the upper Bronx, to be known as New 
York 6. Assistant Superintendent Joseph 
Emanuel of New York 4, whose debits 
at the present time cover that section, 
has been selected as superintendent of 
this new district. 


Death of J. W. Miller 


Inspector J. W. Miller of the Public 
Savings of Indianapolis died at his home 
in Gary, Ind. He had been in failing 
health for some months. Mr. Miller en- 
tered the Public Savings service Sept 
24, 1917, as superintendent He was 
manager in the Calumet district, Marion, 
Kokomo and Anderson. Since Aug. 9, 
ef last year he had been home office 
inspector, stationed at Gary 





Western & Southern News 


Warren L. Kennedy, formerly super- 
visor of Division “D” of the Western 
& Southern Life, as a result of six years 
work as agent, assistant, special assis- 
tant and supervisor, has been appointed 
superintendent at Cleveland-Edgewater, 
Cleveland, O. 

Fifty-eight members of Chapter No, 1 
Cincinnati, of the Western & Southern 
Service Legion, including members 
the four Cincinnati districts and the 
Norwood district, held a special business 
meeting and luncheon in Cincinnati. Tl) 
election of officers under the “Red” and 
“Blue” tickets resulted in a very en- 
thusiastic contest The “Blue” ticket 
was successful with Agent George Burns, 


of the Cincinnati East district, presi- 
dent; Assistant D. D. Troxell, Norwood 
district, vice-president, and Agen 


Charles O'Connor, Cincinnati North dis- 
trict, secretary. 

In industrial increase for the year, 
E. Shoemaker, Evansville, leads the su- 
perintendents; C. Funk, Louisville 
leads the assistant superintendents ? 
Agent N. Wyatt, Ft. Wayne, Ind., leads 
the agents. 


44f°ARTOONS Without a Doubt are the 

Most Effective Weapons to Arouse 
Agents to a Sense of Their Own Defects 
Without Offending Them” 


Write today for proof sheets of cartoon cuts 
suitable for use in your company or agency 


710 Lumber Exchange 
MINNEAPOLIS 
MINNESOTA 





me em ee 


WHAT’S AHEAD? 


That question is in the mind of every eam- 
bitious man. It’s in your mind. 

If the answer does not satisfy, it will pay yeu 
to learn the advantages of a lifp underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $68,000,000 in 
asects and over $330,000,000 insurance in force. 

More than 36,000 direct leads @ year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 





Agency Connection Wanted 


Chicago broker with large volume made up ot 
profitable and select lines desires connectiot 
with small office of good company conne 

tions. Basis to be partial partnership wit! 

out initial capital investment 


Address W-49 





Care The National Underwriter. 
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“A Company 
willing to Pay 
the Price Required 
to Give Service” 


transportation. 


An Overgrown Row Boat 
Once Crossed the Atlantic! 


But that Voyage was made in the Viking days, a thousand or 
more years ago, by the Norseman, Lief Erickson. 
day having the same journey to make would choose this mode of 


Not many to- 


Really it is quite as foolhardy to attempt to sell life insurance 
without having back of you a progressive, aggressive organization 
that has policy contracts that sell and a real agency contract. 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 


DAVID W. HILL, Ist Vice-President 












MADISON. WIS 


Immediate 
Openings at: 


Fergus Falls, Minn. 
Albert Lea, Minn. 
Mankato, Minn. 

St. Cloud, Minn. 
Duluth, Minn. 

St. Paul, Minn. 
Litchfield, Minn. 
Alexandria, Minn. 


Superior, Wis. 
Appleton, Wis. 
Oshkosh, Wis. 
Kenosha, Wis. 
Janesville, Wis. 
Wausau, Wis. 








Our contract reads: 


“Renewals once earned shall be 
non-forfeitable and vested in you 
or your estate.” Are you offered 
this? 





We assist our agents in every 
possible way to help build up a 
successful and remunerative 
agency. 





The assets of The Wisconsin Life 
increased over 550% between 
1911 and 1926. Its Dividends 
paid last year exceed death 
claims. 





Our policies are up-to-date; ages 
written, 10 to 60. 


N. J. FREY, President 


Madison, Wisconsin 





















Wanted—Real Men 


Many years ago when kingdoms were a choice 
bit of loot, the rulers had need of real men in 
their armies—men not only willing to die for 
their king but willing to live for him and to 
carry on the idealisms and traditions of his 
country. 


Today. we too, have need of real men—men 
with the same priceless legacy as those of old, 
who are willing to build slowly and surely on 
a foundation of friendly service with the cor- 
ner stone of integrity. To such men this com- 


pany has much to offer and they will find 
it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company™ 
FRANKFORT INDIANA 
qepereunt in Indiana, Ohio, Michigan 
song FA Iowa, and Temas 
ES RR 
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a) «WHAT WOULD You SAY UNDER LIKE CIRCUMSTANCES ? 


WE WANT INSURANCE MEN 


WHO HAVE THE ABILITY TO TAKE A TERRITORY AND DEVELOP IT 
BETTER POLICIES AND SERVICE TO SELL AND 


WE WILL PAY YOU FOR SELLING THEM WE WILL GIVE YOU A 
SUPER GENEROUS CONTRACT WITH REAL FIRST 
YEAR COMMISSIONS 





RENEWALS NON FORFEITABLE 





INSURANCE COMPANY 
[— INDIANAPOLIS, INDIANA. — 





